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(earlO THE MEMBERS—As the 
= New Year opens up its future 
to you may it be full of great 
promises and may the co-operative 
spirit that has actuated you in the past 
increase insincerity and good fellowship. 
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THREE GOOD REASONS 


Why you should do your bookkeeping on the 


ELLIS ADDING-TYPEWRITER MACHINE 


First: | You are sure to get your monthly balances, because it is the only machine 
which automatically prints its totals and proves its day’s work; 


Second: It wil! save you 50% on the cost of your bookkeeping; 


Third: It will economize your office space 33%. 


Used by large Banks, Insurance Companies, Specialty Shops and 
Department Stores throughout the United States 





WRITE OUR HOME OFFICE FOR FULL PARTICULARS 
ABOUT THIS MACHINE AND ITS USERS 


Ellis Adding-Typewriting Company 


Newark, N. J. 
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EDITORIALS 


The viewpoint of the retailer is essential to the intelligent discussion of trade 

acceptances. In this issue of the Credit World an article on Trade Acceptances 

deals with, Are they a benefit or a detriment, and to whom? 

TRADE Owing to the activity of the advocates of trade acceptances 

ACCEPTANCES may we not carry in the columns of this magazine the atti- 
tude of the retailers. 

At the Boston Convention of the R. C. M. N. A., the following resolution 
was adopted: 

Whereas, The matter of trade acceptances for the retailer is a subject of wide 
interest and discussion and of such importance as we believe deserves the most 
careful thought and deliberation, be it 

Resolved, That the trade acceptance as applied to retail trade is not as yet 


practical. 


The plan that saves time, that makes for accuracy and has proven successful 
may be just the thing one of your brother credit men has been looking for. Your 
suggestions and ideas are always appreciated, and we pro- 
SUGGESTIONS pose to carry a special department in the Credit World, 
AND IDEAS entitled, Suggestions and Ideas, to which we would invite 
your co-operation. A suggestion a day mailed to this 

office will be a deed of a Good Samaritan. 


The accomplishments of Local Associations, their close co-operation and 
results obtained are always of interest and assistance of the entire membership, 
especially to the newly organized Associations of Retail 

LOCAL ASSN. Credit Men. Our Secretary, Mr. Crowder, has _ been 
PROGRESS meeting with hearty response on the part of credit men in 
the organizing of new locals, and they are much interested 


in what has already been done by local organizations. 


Credit men, the reconstruction period is upon you, the new era in which 
new thought and the idea of justice and reciprocity play the leading role is one 
that must be handled intelligently and by united action. If co-operation, sin- 
cerity and good-fellowship mean anything in the retail credit world, its worth will 
be demonstrated during the next twelve months. 
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TRADE ACCEPTANCES—ARE THEY A BENEFIT OR 
A DETRIMENT, AND TO WHOM? 


By N. Tankersley, Cr. 


The question of trade acceptances has been 
a much-discussed subject of late. For the past 
year, and more, it has been one of the really 
burning between the banks, manufac- 
turers, iobbers and importers on one side and 
the final distributors—the retailers—on the 
other. Volumes have been said and written, 
pro and con, and while it seems to have gath- 
ered force and followers in its favor, to which 
branch of the general business of the country 
has the most of this following been added? 


issues 


Naturally the banks favor it. They have 
written subject than all other 
branches of the country’s business combined. 
The entire country is today being flooded with 
affirmative propaganda on trade acceptances. 
They dwell upon, and lay great emphasis on the 
effect it will have in stabilizing credits and 
keeping business in a liquid state, and as a 
panacea for tiding over chasms of 
depression, which have a habit of making peri- 
odical visits. 


more on the 


business 


No doubt their claims are pos- 
sessed of some merit in fact, but who is the 


maximum and who the minimum beneficiary? 


That the banker will be the greatest direct 


beneficiary of trade acceptances, if it ever be- 
comes a universal fixture, there can be no 
doubt. And let us not forget that the financial 


end of the game is of first great importance 
that it is, in a measure, the headwaters of the 
river of permanent industrial and business suc- 
cess. Without our financial institutions, both 
large and small, what percentage of our busi- 
ness could survive and continue to grow? But 
are trade acceptances an essential, or a neces- 
sity to the future success of our financial in- 
stitutions—and if not, why are the bankers so 
sircng for it? 

Banks, as every one knows, favor a quick 
“turn” of money which, we must all admit, is 
a good thing. It stimulates and increases cir- 
culation. They also insist upon, and demand 
promptness—which is as it should be, for the 
benefit of the debtor as well as the bank. We 
als: know that banks do not, on the average, 
take as long chances as the manufacturer or 
jobber. This is to be expected. They are not 
in the habit of cashing paper of any 
until they are well secured. 


nature 
Granting that this 


Mgr. 


Garland’s, St. Louis, Mo. 


will tend in a way to stabilize business, will 
it not also tend to retard business in many 
instances? 

Let us not be too liberal with our credits, 
we invite disaster, but let us not be too 
conservative lest we discourage and retard 
Some fifteen years ago, one of the 


lest 


business. 
oldest and largest retail department stores in 
one of our solvent and pros- 
perous changed locations, branched out on a 
larger scale and reached out for a better class 
of trade. The firm’s credit good, but 
about this time along comes a business slump 
and having bought much heavier than ever be- 
fore, they suddenly found themselves face to 
face with bills due for payment to the amount 
of about $50,000.00 more than they had avail- 
able funds. 


western cities, 


was 


Instead of going to the creditors and ask- 
ing for an extension, the head of the firm de- 
cided to go to the banks, and, strange to say, 
went to Eastern banks and borrowed $50,000.00 
at 6%. What was the outcome? 
depression 
usually do. 


The business 
months, as they 
The notes fell due, and the banks 


continued some 


declinea an extension of time—then what? 
The firm went into bankruptcy. Just about 
this time business revived, and it is safe to 


say that if that merchant had gone to his cred- 
itors, laid the situation before them, they 
would have granted an extension of three or 
four months, the firm could have weathered 
the storm and been in business today. 

Next, what do trade acceptances do for the 
manufacturer or jobber? Take the manufac- 
turer who is dependable and financially sound. 
He does not need trade acceptances, and it is 
hard to understand how he will be benefited. 
There are, however, some manufacturers who 
will benefit by trade acceptances. Take the 
small concern—not that any fair-minded man 
will favor keeping the little fellow down—but 
take the small concern that is unscrupulous, 
and there are such—that start in on a “shoe- 
string” and depend on their nerve to “get by,” 
there’s the one who will benefit through trade 
acceptances. 

How? you ask. 
make a 


They start in, in a small 


way, small turn of their wares, get 
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TRADE ACCEPTANCES—Continued 


their trade acceptance cashed, buy more ma- 
terial to operate with, make another turn, pos- 
sibly at a small profit, and so on, again and 
again—things go on swimmingly for a time. 
But all this time he is like the man with a 
small bank account who is continually “kiting” 
checks. Finally business slows up—their trade 
acceptance goes to protest, and—*Bing,” his 
customer, the retailer, is left to hold the bag, 
as far as an adjustment of any claim that may 
come, as the bank is out of it. So Mr. De- 
pendable-financially sound manufacturer, when 
you support trade acceptances, you are simply 
fostering and carrying on your back a practice 
that will breed just such trouble as this, which 
will, sooner or later, make the policy of trade 
acceptances a yoke around your neck. 

Finally, the retailer. What does he get 
out of it? Take, first, the merchant whose 
credit standing is Al—he doesn’t need a trade 
acceptance, and a reputable manufacturer of 
good financial standing should not ask him to 
sign a trade acceptance, and in the case of the 
merchant of small, or no credit, to speak of, 
the banks will not cash his paper, and when 
the retailer adopts the policy of signing trade 
acceptances, sooner or later he is going to run 
into trouble in getting an adjustment with one 
of the “Shoestring” manufacturers, on a just 


claim for something that comes to light in the 
merchandise, after he has signed and returned 
the trade acceptance. 


Not compulsory, the manufacturer tells his 
customers—that they have choice of settlement 
between trade acceptances and remittance di- 
rect. This is all very well as far as it goes, but 
there can be no doubt as to the aim and pur- 
pose of the banks, and many of the manufac- 
turers take the bank’s view. They know full 
well that such a change in mode of settlement 
cannot be brought about all at once, and that 
compulsion would be the effect of creating a 
revolt on the part of the retailer, but if they 
can by slow stages get their entering wedge 
driven in far enough, then what will be their 
attitude? Will they still tender the same choice 
of terms of settlement? If so, why are they 
working day and night to advance and pro- 
mote the use of credit acceptances? 


It is unthinkable, that a combination of 
financial interests would go to the extremes 
they are now, in this matter, and after making 
it (if they succeed) practically universal, that 
they would not then adopt compulsory terms— 
and the best that can be said of trade accept- 
ances is, that it throws practically all the bur- 
den on the final distributor, the retailer. 


GUARD YOUR FACE 


Edwin M. Stanton, President Lincoln’s 
War Secretary, once refused to be introduced 
to a man because he did not like the man’s 
face. “But,” urged the man’s friend, “he is 
not responsible for his face.” 

“Every man over forty years old,” replied 
the Secretary, “is responsible for his face.” 

Admitting the necessity for natural ex- 
aggeration in the humorous epigram, there re- 
mains in Secretary Stanton’s remarks-a germ 
of truth. Every man to a considerable extent 
carves the lines on his own face. If his mind 
is of the grasping, covetous order, the face in 
the course of time corresponds. Benevolence 
and charity write their ideals in flesh, as do 
hatred and selfishness. Say what one may as 
to the danger of mistaken judgment, yet we 
are all inclined to trust or distrue “faces.” 


The Germans deliberately cultivated hatred 


of other nations. It is a plan we should not 
follow. The mad dog that bursts out and 
threatens to ravage a neighborhood is not 
hated. The population starts out inflexibly de- 
termined to confine or exterminate him as 4 
menace to life and liberty. But it wastes no 
time hating the animal. That is the feeling 
one should have toward our German foes. 
Hating does the German no harm, and it is a 
state of mind that writes its lines in the face. 
Determination either to confine or exterminate 
the “blond beast” is a duty to humanity that 
does not carry with it the necessity of hating 
the beast. 


Don’t poison your own fountains with 
hatred and malice. Do whatever seems neces- 
sary to carry the war to the certain end for 
the safety of the world. But hate no one.— 
Minneapolis Journal. 
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CREDITS AND PARTIAL PAYMENTS 


By D. Sanger, Cr. Mgr. M. Phillipsborn & Co., Washington, D. C. 


Mr. Chairman and Fellow Credit Men:— 

I know of no better time or place to dis- 
cuss the ever-abused subject of partial pay- 
ments than here tonight. What a sinecure it 
would be for us Credit Men if all of our ac- 
counts were settled on terms as per agreement. 
This we cannot expect. We all have accounts 
that make monthly payments who are desir- 
able customers. I do not mean five, ten or 
fifteen dollars per month customers. The ones 
I refer to are good buyers, make large month- 
ly payments and clear up their encumbrance of 
one season before starting in with the next. 
On the other hand, we have accounts on our 
books that at the beginning start off like a 
winner, settle in full for the first few pur- 
chases, then gradually proceed by paying half 
of their account and if permitted to continue 
pay the next month half of the remaining bal- 
ance, making the settlement cover ninety days, 
and purchase, say, thirty-five to fifty dollars 
more in the interim. 

Now, gentlemen, as a rule, these are the 
ones that require our attention and are bound 
to prove dangerous, and often unprofitable ac- 
counts, as active capital is tied up and the 
amount involved is on the increase at all times, 
making the supervision more arduous and the 
cost of collection more expensive. At this time 
it is necessary for us to revise our original 
limits placed on their accounts, as it is easily 
seen if this danger signal is not heeded all 
effort to bring the account back to the origi- 
nal basis is lost and the account starts to get 
beyond your control. 


We are very often to blame for permitting 
our customers to charge more than they have 
aright to, forgetting that they also owe others. 
Therefore, being unable to meet their obliga- 
tions, with the result being heavily involved, 
we must be content with a partial payment, 
then they need some article and we submit to 
a charge in fear that they will become offended 
at any suspension of their credit. A refusal 
of further credit at this time is very keenly 
felt and the natural tendency is to discontinue 
their patronage. If this condition is permitted 
to exist it means eventually a profit and loss 
entry of an account that by proper handling 
Would no doubt have become a profitable one. 


Now, I do not mean to say, gentlemen, that 
partial payments should be eliminated entirely 
at once, but I do claim that at this time the 
opportunity presents itself where they can be 
curtailed materially and eventually by co-oper- 
tion and a uniform system reduced to a very 
small percentage. 

At the recent convention of the National 
Association of Retail Credit Men, held in Bos- 
ton, a most important paper was read which was 
prepared by an ex-president of the association, 
Mr. David Woodlock, Credit Manager of B. 
Nugent & Bro. of St. Louis, one of the largest 
department stores of the West, stating that a 
Credit Man should not at any time hesitate to 
take the proper position and express the situa- 
tion to a charge customer. I certainly agree 
with him, as we all know that we would save 
ourselves a lot of trouble if we would be frank 
with our customers at the beginning in stating 
terms of settlement. How often after it is too 
late are we obliged to state our position, which 
causes misunderstanding and dissatisfaction. 

Another interesting paper was read by Mr. 
Adams of Cleveland, advocating the charging 
of interest on overdue accounts. I cannot agree 
with him at this time. It might eventually 
come to this, but I am afraid that here in 
Washington the privilege would be abused, as 
many charge customers would be perfectly wil- 
ling to pay interest on partial payment ac- 
counts rather than pay the account on the 
terms originally agreed. The method might be 
construed as engaging in banking business. 

Now, a few words in regards to new ac- 
counts which we are taking on from the thou- 
sands of war workers in this city. There is no 
reason whatsoever that I can see why we 
should permit partial payments on accommo- 
dations granted newcomers. We extend them 
a limited account on strictly a thirty-day basis 
and we should be very firm. In fact, I do not 
think for our own good that we can be too 
firm with them. I, for one, do not hesitate in 
insisting on their living up to original terms of 
settlement. Why should we run the risk of 
bad debts on doubtful customers, pay enormous 
taxes on supposed profits, and if we do not 
insist on them settling on terms granted, when 
the reaction comes a lot of them will be skips 
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CREDITS AND PARTIAL PAYMENTS—Continued 


and their names go down in history as casual- 
ties on our Profit and Loss ledger. 


I have been asked how I can expect a “war 
worker” making from $1,200 to $1,300 a year 
to ray for a garment of from $65 to $75 on a 
thirty day basis? 
require a substantial cash deposit and would 
then place a limit of from $35 to $40 on such 
an account. I think that limit sufficient for 


My answer was, I would 


any stranger in Washington making such a 
salary. Any larger limit is surely an invita- 
tion for a partial payment account. Now, the 
question resolves to this point, the sooner we 
realize when we permit ourselves to grant 
terms other than to be paid within thirty days, 
and then accept partial payments, we are get- 
ting away from a legitimate charge business 
and no matter what other name we may Call it 
we are allowing installment accounts to be un- 
consciously placed upon our ledgers. There- 
fore in order to keep a proper supervision of 
accounts that have a tendency to lapse into 
partial payment accounts the following rules 
should be carefully observed: 


First—A careful explanation of the terms 


must be given the applicant at the time of x 


plication and acceptance of the account. 

Second—Upon a change of the terms of 
payment it is the duty of the Credit Man to 
make the necessary notation on his ledger in 
as far as subsequent purchases are concerned, 

Third—Such accounts must be carefully 
watched to see that no further decrease is 
allowed in the payments made; if so, the judg- 
ment of the’ Credit Man should then decide 
whether such an account should be allowed to 
continue on his books. 

I have tried to make my views plain on 
this subject. If there is any point I have not 
covered or any question I have not answered, 
I will gladly so do. I must, however, state em- 
phatically that present conditions demand a 
strict adherence to the above rules. 

A lively discussion of this paper and all 
papers to be read at future meetings will 
broaden our minds, create further interest and 
make our meetings most enjoyable, as well as 
convey an interchange of valuable ideas on im- 
portant topics. 


I thank you for your careful attention. 


ACTIVITY OF E. W. N., LINCOLN, NEBRASKA 


“Directors,” How Many Application Blanks 
Will You Use? 


Fellow Credit Men: 

In response to the impulses of good fel- 
lowship and co-operation inspired by our 
membership in the above named Association, 
I take pleasure in handing you a few forms 
now used by our firm and shall be pleased to 
receive at your convenience any of your forms 
which you may care to kindly send to us for 
our information and assistance. 

The Postage Savings slip is being used in 
very large numbers by many of the Lincoln 
merchants and is meeting with favorable re- 
sponses. 


Several correspondents are attaching ‘“‘Con- 


serving of Time & Labor” slip to many of their 
letters and securing good results in the way of 
quicker replies and concise information. 

If you are not now a member of our Asso- 
ciation, we should like very much to receive 
your application upon the enclosed blank. 

A copy of the convention number of the 
Credit World will be cheerfully mailed free 
and without any obligation to any interested 
credit man upon request. 

I should be pleased to hear from you at 
any time and your inquiries or suggestions will 
receive kindest consideration. 


Very truly, 
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BAD DEBTORS’ LIST 


{ttorney L. S. Levin of Pittsburgh made the 
tollowimg address, in part, before the members of 
the Retail Credit Men’s Association of that city, 
in advocating the establishment of a bad debtors 
list, for the information of retail merchants: 


The problem of the retail credit man is one 
entirely separate and distinct from that of the 
wholesale credit man. The wholesale credit 
man has to rely upon the reports of well es- 
tablished mercantile agencies and financial 
statements of debtors, while the retail credit 
man must practically decide whether the risk 
is a good moral risk or not by personal inter- 
view. In fact, to be a successful credit man in 
a retail store, one must be a judge of human 
nature. 

Financial statements in 
themselves, practically mean nothing because, 
when the purchaser is not business—and 
as in a large number of cases purchasers from 
retail stores not in active business life— 
their assets, which may be of a liquid nature, 
can easily be dissipated without any notice to 
creditors. In the case of merchants who dis- 
pose of their assets. they notify their 
creditors before doing so, because nearly every 
state in the Union has a Bulk Sales Act, requir- 
ing notice, but 
business and who owns nothing but securities, 
real estate, furniture and other valuables, de- 
sires to dispose of same, no notice is required 
to be given to creditors and very frequently 
the retail merchant sustains a loss because he 
knows nothing of the disposition of the assets 
and is left without a remedy. 

It is for this reason, and many others, that 
retail interests should combine and contribute 
to the secretary of your organization a Bad 
Debtors’ List for distribution to your members. 
The great problem is to determine what names 
should be put on this list. 


from customers, 


in 


are 


must 


when a person who is not in 


The diversified in- 


a bad 


make 
account, one that is ninety days old in one in- 
stance while, in others, an account six months 


terests of retail merchants may 


old may not be considered a bad one. A happy 
medium will have to be arrived at by all the 
merchants and when this list is made up and 
sent in to the central body, no merchant should 
be allowed to sell on credit to any 
whose name appears on said list. 

There is no question about the legality of 
having such a list. The principal case in Penn- 
sylvania was that of Arbor versus the Pitts- 
burgh Produce Trade Association, wherein the 
court held that the By-Laws, which provided 
for a Bad Debtors’ List, were unreasonable be- 
cause they prevented the merchants contrib- 
uting to the list from selling on cash or credit 
to the persons whose names appeared thereon. 
So long as there is no provision preventing 
merchants from selling to persons on the Bad 
Debtors’ List for cash, there nothing 
lawful about co-operating in this manner. 

It is estimated that the losses of retailers 
exceed those of wholesalers by hundreds of 
thousands of dollars each year and, of course, 
it can readily be seen that this is due to the 
fact that the practical methods of protection 
are lacking. In fact, there is little or no legis- 
lation on the statutes of most of our states 
to protect the retailer, whereas there is scarce- 
ly a state in the Union that does not have a 
number of statutes corrective and preventa- 
tive, statutes helpful to the wholesaler. 

Mere discussion of theories by the retailer 
will not solve the problem. There must be a 
fine spirit of co-operation among retailers, as 
exists to a large extent among wholesalers 
and a carefully worked out plan to put a Bad 
Debtors’ List in practical operation will do 
much to reduce the burden of the retail credit 
man and minimize the losses of the retail mer- 
chant. 


person 


is un- 


ADDRESSES WANTED 


Belknap, Wm. F., Des Moines, Iowa. 

Davis, Cardwell, St. Louis, Mo. 

Ellis, W. C., Mgr. Kress & Co., Knoxville, 
Tenn. 

Fisher, W., in wheat fields of Lind, Wash., 
and in garage business at Kahlotus, Wash. 

Highland, C. D., Des Moines, Iowa. 

Holland, F. J., 735 W. 17th St., Minneapolis, 
Minn., in liquor business. 

Maclachlan, Angus, 1121 


DeVictor PIL., 


Pittsburgh, Pa., foreman for Jas. McNeil & Bro.’ 


Co., Pittsburgh. 
Osterweis, Lewis, New Haven; Conn. 





. 


Rigdon, E. D., Des Moines, Iowa. 

Ross, Mrs. John, 20 Fairbanks St., Wor- 
cester, Mass.; 1644 Fifth Ave., Troy, N. Y., and 
East 41st St., New York. 

Seeley, Dr. F. H., 4950 Colfax Ave., Minne- 
apolis, Minn., thought to be in Chicago. 

Strone, J., West End Ave., New York City. 

Thomas, Frank M., 25 King St., Worcester, 
Mass., actor. 

Weir, Arthur, Brookfield, Mass., and No. 6 
Humboldt Ave., Worcester, Mass., chef. 

Williams, H. S., Haven Ave., New York 
City. 
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IS CREDIT EXPANSION TO BE THE NEW 


ORDER OF THE DAY? 


Retail Credit Men Say Question of Prompt Payment Is More Important Than That of Credit 
Limit—One Man Sees Period of Expansion for Wholesale Credit. 


By Courtesy Indianapolis Trade Journal—‘Heart o’ Trade.” 


Will retailers continue their wartime pol- 
icy of credit contraction, or will they offer 
more liberal credit now in an effort to expand 
and increase their business? Several retail 
credit men to whom this question was put, de- 
clared that they did not believe the close of 
the war would make any material difference in 
their attitude toward charge customers. 

While some retailers in isolated instances, 
adopted the policy of discouraging charge ac- 
counts during the war, and a few even abol- 
ished the service entirely, there has been noth- 
ing to resemble a concerted movement by 
retailers to shoo away charge business. On the 
contrary, some stores during the war made a 
drive for more charge customers, especially 
appealing to the newcomers brought into their 
vicinity by shipbuilding plants, airplane works, 
munitions works and other war industries. 

The one point on which all agreed, how- 
ever, was that prompt payment of bills must be 
insisted upon, and that charge customers who 
permitted their accounts to run over thirty 
days unsettled were a detriment to the busi- 
ness. The war gave retailers the long-sought 
for opportunity to stir up their delinquent ac- 
counts and to give a new sense of responsi- 
bility to charge customers who disregarded the 
terms upon which the accommodation was 
extended to them. This advantage, which has 
been gained during the war, retailers intend to 
retain, if possible. 

“There is not much room for expansion of 
business through extending more liberal credit 
to retail customers,” one credit man pointed 
out. “Suppose a credit man should decide to 
double the limit of credit extended to every one 
of his customers. This does not mean that all 
would begin to buy twice as much. It might 
result in an increase of business of 2 or 3 per 
cent, but hardly more. 


Insist on Prompt Payment of Bills 


“Good charge accounts have never been re- 
strained by credit limits, only the bad and 
doubtful account has found himself face to face 
with an arbitrary maximum. A customer who 
pays his bills regularly and on time, finds no 
trouble getting more credit when he needs it. 
If he starts with $50 the first month, for exam- 
ple, and pays up regularly before the tenth of 
the next month, does this for several months, 
then wants $60 credit the next month and $70 
the next, he can get it without any trouble. 
And if he should later want to charge a $250 
coat, his past record would justify him and we 
would offer no objection. 

“It is the man who tries to exceed his limit 
the first month or two that needs watching and 
is not permitted to go above the mark we have 


set for him. This is the dangerous credit risk, 
and if we decided to double every customer’s 
credit risk, this is the class of customer who 
would take advantage of it, to our loss and 
perhaps his own undoing. 

“In the wholesale credit end, the question 
is very different. A large proportion of busi- 
ness houses take advantage of all the credit 
they can get, because they can always use it 
in their business, and they would gladly take 
advantage of an increased limit if it were given 
them. They would scarcely hesitate, because 
it would be simply taking another man’s money 
and doing business on it, and if they failed they 
would lose nothing, for bankruptcy, if honest, 
is perfectly legitimate. 

“In the matter of retail credits, however, 
the vast majority of customers do not determine 
their purchases by the amount of credit they 
can get, but by their financial means and their 
needs. Our principal problem is not fixing a 
customer’s limit, but seeing that he pays his 
bills promptly.” 

More Trade From Expansion of Wholesale 
Credits. 

A man familiar with the wholesale credit 

situation, discussed the question of credit ex- 


pansion from that point of view. 


“I believe,” he said, “we are going to find 
that the credit department really becomes a 
close partner to the sales department—and that 
clever people are going to work the two 
together as the two blades in a pair of shears. 

“In an international way this is the way 
Germany has always got her business—and 
now where these other countries owe us so 
much money, we have not only got to buy 
goods from them, but to sell them goods and 
extend unlimited credit. In other words, we 
become their bankers. They owe us so much 
money that they will be years paying their 
indebtedness to us—and consequently this 
habit of indebtedness—the idea of owing 
money, is going to result in much more busi- 
ness being done on a credit basis than there 
ever was in the past, on a cash basis. 

“Our banks will have to cease being pawn- 
brokers. They will have to read character. 
They will have to take some chances—and 
unlike the pawnbrokers, who lock a security 
up in the safe worth ten times what they 
advance, they will have to advance ten times 
the amount—and our merchants will have to 
advance liberal credit to their customers, and 
to the nation’s customers—and our mills will 
have to have the brains and the thought to 
work out from under their load of credit and 


‘ pay their indebtedness—because of increased 


activities, guided by the highly specialized in- 
telligence in each respective line of industry.” 
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BUREAU PAGE 


By E. A. Howell, Denver. 


Our Executive Secretary, Mr. Crowder, in 
traveling around the country seems to have a 
faculty of putting everybody to work. They 
sav that a good boss is one that is able to 
make everybody else do the work while he sits 
by and smiles. Well, that isn’t always the 
case, because our good friend Crowder not only 
sits by and smiles but whenever he strikes a 
town he takes off his coat and goes to work, 
and if there happens to be anyone around that 
city that is not busy the first thing that he 
knows he finds himself up to his neck in labor. 
Mr. Crowder came into Denver a few weeks 
ago and while we have had a credit bureau for 
a good many years we have never been affili- 
ated with the National Association, and 
although conditions existing at that time pre- 
vented us holding public meetings, he went 
oui into the highways and byways and secured 
about eighty members for the National organi- 
zation. After he had done this work he came 
into our office and informed me that he had 
decided to establish a new page in the Credit 
World and that that page was to be known as 
the Bureau Page. He thereupon informed me 
that henceforth it would be my duty to supply 
some information for that page each issue. 
Now Crowder is a wonderfully likeable fellow 
and you don’t really dare tell him that you 
won’t do anything, so I very meekly acquiesced 
and here is my first attempt at editing a 
Bureau Pag 

I don’t purpose todo this all alone, because 
there are many more capable Bureau Managers 
throughout the country than I, and I am going 
to require of each of them their valuable expe- 
rience from time to time and have it published 
on this page and create an interest all over the 
country for the establishment of bureaus. As we 
all well know it is not the purpose of the Na- 
tional Association to in anyway interfere with 
the existing credit agencies, whether they be 
Privately owned or operated in the form of a 
co-operative bureau, but it is our purpose to 
assist these bureaus in bettering their service 
and rendering the merchants of the various 
localities in which they are situated more 
valuable data and information on the credit 
Seekers of those communities. There appears 
to be many towns and cities throughout the 


country that have no facilities whatever for 
obtaining information on the credit seeker. In 
these towns we hope to encourage the organi- 
zation of mutual bureaus and thereby strength- 
en our organization. 

The bureau is the outgrowth of credit co- 
operation and the merchants of to-day are 
realizing more and more the absolute necessity 
of credit co-operation and exchange of ledger 
experiences. 

The mere fact that modern business seems 
to make necessary the more liberal extension 
of credit makes it necessary for more co-opera- 
tion among retail merchants along credit lines 
and those of us who have tried the bureau plan 
of co-operation and exchange of credit informa- 
tion have all been convinced that much time, 
as well as labor and money can be saved by 
the co-operative bureau. Ledge 


r experiences 
enter largely into the extension of credit, and 
the more thoroughly we are organized the 
more beneficial are ledger experiences. A very 
small proportion of the credit seekers to-day 
have any assets back of them other than their 
good name and their present earning capacity, 
hence it becomes very necessary that the ledger 
experiences should be made available to every 
merchant in the community, in order that he 
may judge as to the ability of his customers to 
meet their obligations when due. 

Another important part of the bureau work 
is the education of the credit men throughout 
the country in the handling of their credit de- 
partment in a more uniform way, thereby 
bringing to the attention of the general public 
the fact that when they apply for credit they 
must be willing to give the merchant to whom 
they are making the application sufficient data 
regarding their financial stability to enable 
him to pass intelligently upon the credit. I 
mean by that that the public should be made 
to understand that references should be given, 
property statements made, statements as to 
their earning capacity, how long they have 
been in business or employed at their present 
position and what their salary, if they happen 
to be working on a salary, is. We can readily 
see that if all of the credit men required this 
same information from credit applicants it will 
not be Jong until the public in general will 
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BUREAU PAGE—Continued 


gladly furnish the necessary information when 
opening an account. 

One of the greatest goods to be derived from 
bureau work is the centralization of all infor- 
mation of the members of the local organiza- 
tion; bringing it all under one system and 
making available on short notice all informa- 
tion of whatever kind. 

How many of us have had applicants for 
credit who have given references to two or 
three of the principal houses and on inquiry 
to our bureau we have found that those two 
or three houses give an exceptionally good rat- 
ing, while there are many others that have had 
difficulty in collecting accounts and in many 
instances who are holding accounts unpaid at 
the present This fact alone, when it 
becomes known to the credit seeker, has been 
a very important factor, causing him to pay up 
all his past due accounts, and it makes him 
realize that in order to have a good credit 
standing in the community he must meet all 
of his obligations promptly, and not select a 
few with the idea of keeping them for refer- 
ences only. 

A recent case came to our notice. A lady 
came to our city from Dayton, Ohio. This lady 
gave one of the principal stores of Dayton as 
a reference and our bureau at once communi- 
cated with the reference. It appears that this 
reference referred the inquiry to the Universal 
Credit Company of Dayton, who in turn advised 
us that while this lady had been prompt in 
meeting some of her obligations there were 
several accounts left unpaid when she left that 
city. That she was in the habit of using vari- 
ous names to secure credit and that she moved 
around continuously and was a very undesira- 
ble credit risk. You can imagine the lady’s 
surprise when about a week later she was in- 
formed by the party seeking the information 
that they could not accommodate her on ac- 
count of the record which appeared to have 
been left in Dayton, Ohio. This is only one of 
many instances that are happening daily since 
we have organized Nationally, and there is no 
doubt but that each day is adding to the effi- 
ciency of the National Association as well as 


time. 


to the various bureaus throughout the country, 
and it is only a question of time when the 
merchants all over the country will realize 
the importance of co-operating along the line 
of credit, establishing bureaus in every part of 
the country and thus enabling us to eliminate 
to a very great extent the undesirable charge 
customer. 


In some cities the members of the bureau 
have adopted a uniform application blank and 
are requiring all applicants for credit to fill 
them out and sign their name to the applica- 
tion. This is a very important matter, as it 
brings to the attention of the credit seekers 
the fact that there is a local bureau of Retail 
Credit Men and that they are all pursuing the 
same plan relative to the opening of accounts. 
It also impresses upon them the terms of the 
merchants and they realize that they have 
signed something which obligates them more 
or less to pay their bills promptly each month. 
During the past year we have installed this 
system in Denver and we find very few people 
who object to signing these blanks and giving 
the information requested. 

I hope to see a bureau committee appoint- 
ed by our National organization which will 
take under advisement the adoption of a uni- 
form application blank to be used by all mem- 
bers of the National Association, and I think 
that it would be an excellent idea if all bureaus 
adopt the same key to represent their informa- 
tion and have a telegraph code for the mem- 
bers of the National Retail 
Credit Men. 


Association of 


It is the purpose of this Bureau Page to 
bring out and discuss any questions that may 
occur to you and I hope that if there is anyone 
who has a thought regarding the local bureaus 
and the establishment of uniform systems 
throughout the country they will not hesitate 
to address a letter to our secretary in order 
that he may publish their letter and give us all 
the benefit of their thoughts through the pages 
of the Credit World. Let us hear from the 
members in towns where there are nc bureaus 
and tell us how we can help them in organizing 
one. E. A. HOWELL. 





A MOTTO 


Prompt payment is more important than credit limit. 


FOR 1919 
But credit 


limit observance is more essential than sales beyond ability to pay. 
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WARNINGS, ETC. 


Mr. A. J. Kruse, 
Credit Men’s 
Louis, Mo. 

Dear Sir: I am enclosing you herewith a 
certified check on the Old National Bank of 

Spokane, Washington, payable to W. S. Yorke 

and signed Springston Lumber Company. 

Also enclose you a letter received from 
this bank relative to this forgery. 


Assistant Secretary Retail 
National Association, St. 


I believe it will be of sufficient interest to 


the members of the association that this check 
be given wide publicity in the next issue of the 
Credit World. 


Very truly yours, 
A. D. MecMULLEN, 
Secretary Oklahoma City Retailers’ Assn. 


ADM/HE 
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Gentlemen: 

We return herewith forged check of the 
Springston Lumber Co., which we received in 
your letter of the 9th. 

This check is a forgery from beginning to 
end, both signature and certification being 
fraudulent. We have had a number of these 
checks presented to us from different points in 
the country, as far east'as New York, and have 


reported the forgeries to the detective agen- 
cies, who are now working on the matter. 

We are sorry that we can give you abso- 
lutely no information regarding the forgery. 

Yours truly, 
C. GREENWOOD, 
Assistant Cashier. 
Enc. G.H.G.—S. 


KEEP THIS NOTICE BEFORE YOU 


The following unsold Financial Paper has been lost or stolen and should not be paid: 


Southern Express Co.’s Money Orders— 


SC-230029 to 99 
Lost By, or Stolen From, Purchaser 


Wells Fargo & Co.’s Travelers Checks— 
5159518 to 523 
5176093 to 094 
5230954 to 957 
5444058 to 062 
5534134 to 135 
2711750 to 751 
American Express Co.’s Money Orders— 
18-7125493 to 499 
5689405 to 419 


Wells Fargo & Co.’s Money Orders— 
AG-87038 and 39 
AG-602848 
AG-607663 and 64 


Wells Fargo & Co.’s Travelers Checks— 


5474945 and 46 
5241149 to 156 
5468600 to 609 
2791620 to 629 


3226758 
3255953 to 956 
7019 


If any of the above mentioned paper is 
presented for payment, agents must take it up, 
give a receipt therefor, and immediately tele- 
graph superintendent for instructions. 

A. F. COLE, 
Auditor of Money Orders. 


Chicago, Ill., November 29, 1918. 
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SPECIAL NOTICES AND WARNINGS 


By Courtesy W. J. Burns International Detec:ive Agency and Prot. Dept., Journal of the 
American Bankers’ Association. 


GEORGE WAGNER has operated in the 
vicinity of Norristown, Pa., with checks drawn 
on the Penn Trust Company of that city, and 
in which institution he does not carry an 
account. When operating he will appear on 
the premises of a local merchant, dressed in 
workingman’s clothes, carrying a dinner pail, 
and showing every evidence of having just 
returned from his work. A very vague descrip- 
tion of this operator has been supplied us. 
Therefore, we are not supplying his description 
in this article. He has also used the alias W. 
A. Marsh. 


JOE WALKINGBULL, a Sioux Indian, has 
succeeded in defrauding a member bank at 
Tokio, N. D., by means of a forged check, hav- 
ing forged the signature of a former employer. 
This Indian has left that part of the state and 
is probably around the Sisseton Reservation in 
South Dakota. This matter is being investi- 
gated by our detective representatives and the 
expense is pro-rated with the North Dakota 
Pankers Association. Joe Walkingbull is de- 
scribed as follows: About 23 years of age, 135 
pounds, smooth shaven, rather squinty eyes, 
short build. 


FRANK HOWARD WARREN, alias Geo. 
D. Phillips, Jr., alias Howard Porter, alias 
Lieut. F. H. Warren, etc., was arrested at St. 
Louis, Mo., on November 2, by the local author- 
ities and is charged with attempting to swindle 
a local merchant at that point by a very clever 
ruse. Under the name of Geo. D. Phillips, Jr., 
this criminal arrived at St. Louis, late in 
October, and presented to an official of a local 
bank a letter of introduction and claimed to be 
a son of Phillips, a high offical in a shoe ma- 
chinery company of that same name located at 
Seattle, Wash. In his interview with this bank 
official he stated that he was in St. Louis for 
the purpose of leasing a large building and 
setting up a branch at that point. He was 
introduced to numerous real estate men, who 
were over-anxious to close the deal, and conse- 
quently Phillips, Jr.. came in for numerous 
parties and was lavishly entertained. After 
having gained the confidence of the bank offi- 
cial, he deposited a check in a large amount 
with a Seattle bank which purported to have 
been issued by his father’s firm. He atso 
rented an automobile, engaged a chauffeur and 
ordered an expensive livery for the latter. In 
the meanwhile he was running up quite a hotel 
bill. After completing arrangements for leas- 
ing a certain large building for a period of ten 
years on an annual rate of $8,400, he presented 
a check on his account for $700 for the first 
month’s rent. During the latter part of his 
negotiations he caused some suspicion and con- 
sequently when the check was presented for 


payment of rent the receiver of the check com 
municated with his bank, and the bank in 
turn. communicated with the Seattle author- 
ities, and there learned that Warren, alias 
Phillips, was a fraud. This state of affairs 
naturally caused his arrest, and later develop- 
ments proved that he was wanted in several 
eastern cities, especially at Concord, N. H., by 
the United States authorities. He is described 
as: 26 years of age, 5 feet 10 inches tall, 156 
pounds, medium build, sallow complexion, blue 
eyes, dark hair, right arm off at elbow, Ameri- 
can flag and sailing shiv tattooed on right arm. 


DALE ALLEN, alias Chas. Courtney, alias 
Douglas Williams. We have been advised by 
several banks in the states of New Jersey and 
Massachusetts to the effect that an operator 
using the name of Dale Allen and other aliases 
has been operating in cities where institutions 
of learning are situated. In most of his tran- 
sactions Allen has been opening accounts in 
the banks which he has picked out as his viec- 
tims, making the initial deposit with checks 
drawn on the Centennial National Bank of 
Philadelphia. which checks have always been 
returned as bogus. This individual, while oper- 
ating in these cities, has in each and every 
instance claimed to be a student who is endeav- 
oring to secure an appointment to the Students 
Army Training Corps. He also states that he 
has seen service in an ambulance unit and due 
to shell shock has lost the hearing in one of 
his ears. He is described as: 22 to 25 years 
of age, 5 feet 10 inches to 6 feet tall, 140 
pounds, slender build, light complexion, light 
curly hair, clings to head, light brown or gray 
eyes. 


EDWIN DE LONGE, alias Fred Clarke, etc., 
who was at one time an insurance stock and 
bond salesman, recently went to Kansas City, 
Mo., registered at a first-class hotel under the 
name of Fred Clarke, opened an account at a 
member bank with a worthless draft, then 
ordered some blank drafts from a local litho- 
graph company, which company had previous 
experience with men of De Longe’s caliber. 
The result was that the drafts were not made, 
and De Longe, becoming suspicious, left town 
very hurriedly. This man is a dangerous oper- 
ator and banks throughout the country should 
be on their guard against him. 


GOOD REASONS 


Johnny—What makes that new baby at 
your house cry so much, Tommy? 

Tommy—It don’t cry so very much—and 
anyway, if all your teeth was out, and your 
hair off, and your legs so weak you couldn’t 
stand on them, I guess you’d feel like crying 
yourself.—London Tit-Bits. 
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GENERAL TOPICS, SUGGESTIONS AND IDEAS 


“The spirit of the day has its foundation in the heart of man.”’ 


“Benefits of Memkership in Our Association” 


“The spirit of good fellowship developed 
through active membership in the Retail Credit 
Men’s National Association frequently prompts 
our members to render most liberal service to 
each other, which frequently proves very 
helpful, as will be shown from the following 
correspondence exchanged between a member 
in Topeka, Kan., and Lincoln, Neb. 


Topeka, Kan., Nov. 2, 1918. 
Gentlemen: 
We have an application from Mrs. H. A. 
Waymire, formerly of your city, to open 


account and has given you as reference. 

Any information you may give us that will 
assist in determining her worthiness for credit 
will be greatly appreciated. 

Yours truly, 


Lincoln, Neb., Nov. 4, 1918. 

Our complete file in her case is enclosed. 
Please return same. Always glad to serve you. 

Very truly, 
Topeka, Kan., Nov. 9, 1918. 
Gentlemen: 

We are returning herewith all correspond- 
ence submitted to us regarding Mrs. H. A. 
Waymire, and we thank you for giving us such 
thorough information regarding Mrs. Waymire. 

Should we ever have the occasion to recip- 
rocate we shall be very glad indeed to do so. 

Yours very truly, 


An Idea of One of Our National Directors Being 
Worked Out Very Successfully 
Sirs: 

We are pleased to answer your inquiry, as 
fully as possible, concerning credit standing 
of the party referred to, for your confidential 
use, without any responsibility or liability on 
us as to the correctness thereof or for any 
credit you may extend to the party for any 
reason. 

We hope you will feel free to call upon us 
whenever we can accommodate you in any 
manner. 

The National Association of Retail Credit 
Men promotes cooperation between credit de- 
partments and will be pleased to add your 
name to the membership rolls, if you are not 
now a member. See pamphlet and application 
blank enclosed. 

The symbols employed in our Lincoln 
Rating Book are used in this reply, for our con- 
venience, and are valued as follows: 

P—Prompt Pay. Believed reliable and 
worthy of credit. 

G—Believed reliable, but occasionally slow. 


L—Limited experience, or pays well for a 
small account. 

S—Accounts run unsatisfactorily long be- 
fore settiement. 

R—Member reporting would require cash 
with order. 

The figure appearing before a letter indi- 
cates the number of merchants reporting in 
that particular class upon the subject. 

Very truly, 


Credit Men should be very careful in their 
correspondence. ‘“‘Some day your letter may 
go to a college professor or a credit man. 

Here is a clipping from “Dallas Bulletin.” 

GRAVEYARD LETTERS: Mr. Thatcher’s 
talk on Letter Writing at the last meeting was 
full of meat. It brought to our mind a speci- 
men of letter that was handed to the editor 
some time ago by an outside friend as the kind 
of letter that should NOT be written. And 
mind you, it is supposed to be a Sales Letter 
at that and written on stationery of one of the 
largest department stores in Texas (name on 
request). Here goes (All in one paragraph): 

“We regret to notice that we have not had 
the pleasure of charging anything to your 
account for the last several months. We trust 
that this is not due to any fault of ours our 
merchandise our prices or our service. If 
it is however will you not advise us so that 
we can cure any defect and correct any errors 
to your entire satisfaction. We want you to 
know that we appreciate your valuable patron- 
age and friendship and will go out of our way 
to serve you to your entire satisfaction. We 
hope to again see charges to your good account 
coming through our office.” (Reproduced 
word for word and with exact punctuation as 
original.) 

That’s all. Bad enough, isn’t it? 
are as fond of themselves 
number of “WE’S” 
Teddy R. must be 
pared to them. 


If they 
in reality as the 
seems to indicate, then 
considered unselfish com- 


In Los Angeles the Wholesalers’ Associa- 
tion has prepared a booklet of new members; 
also showing who gets the results. This is an 
excellent idea for locals to adopt. 

The covering is: New Members of the Los 
Angeles Credit Men’s Association and their 
“Sponsors.” 





Men who break their contract break 
their credit. Folks that are without 
credit are without friends. And to be 
without friends is to be without hope. 


E. B. HELLER, St. Louis. 
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GENERAL TOPICS, SUGGESTIONS AND IDEAS—Continued 


Clipping of an article which Lincoln se- 
cured, published in one of our papers some 
time ago, is enclosed. This created considera- 
ble interest here and did a good deal of good. 
Possibly you would like to use it in some 
form in the Credit World. 


A young man sought advice from a success- 
ful business man at the Commercial Club. 
“You see,” he confessed, “I am owing more 
than I thought at several different places. I 
have certain investments which I do not wish 
to disturb. I have figured up the totals and 
I need advice.” 

“You pay in full each month?” asked the 
merchant, dryly. 

“N-o, I haven’t been. You see, I have been 
sending a round sum each month to the various 
stores. I send from $5 to $25 to each store. 
Now I find I owe balances of from $20 to $100 
in all of them. In other words, I am just about 
ninety days behind the game. Recently sev- 
eral of the stores have sent statements asking 
for the balances. One store wanted a complete 
settlement every thirty days. One wrote hint- 
ing that they had been extending me special 
accommodations.” 

“They have,” said the merchant, “the rules 
of the game require a balancing of accounts 
every thirty days. Of course you did not 
realize that you were asking special favors. If 
you should ask a favor there should always be 
a reason for it. Now, there is just one thing 
to do. Go to your banker, tell him the truth 
about it and borrow enough to pay these bills. 
Then cut your expenses so that you will have 
enough to settle in full each month and pay 
a stated sum on the note.” 

“But I don’t like to have the bank know 
about this.”’ 

“Don’t worry. The banker knows all about 
it. The credit association has been keeping 
check on your bills. The merchants have been 
asking your banker and he is experienced 
enough to know the reason. The banker makes 
a living by loaning money. He naturally does 
not like to see you work these merchants by 
getting your accounts carried without interest. 
Besides these inquiries lead to discussion, 
gossip and unpleasant mention of your name 
in the various trade agencies. This is an im- 
portant matter for your name may be men- 
tioned in such a way that a prejudice will be 
created which may some day bar your advance- 
ment among business men. As long as you 
meet every obligation on time you have these 
organizations buffaloed. The credit association 
soon gets into the habit of listing you gilt 
edge. This explains why many people of small 
means have excellent credit. And let me warn 
you of another danger. The sudden changes 
due to war times may compel some of these 
merchants to press you. Get under the wire if 
you want my advice.” 

A reform in the young man’s fiscal system 
dates from that moment. 


RETURNED SOLDIERS AS CANDIDATES. 


In one Illinois county the Democratic 
Party had not filed its ticket a short time be- 
fore the November election. A soldier returned 
from Europe, minus a foot. He was the hero 
of the community. The Democrats placed him 
on their ticket as a candidate for county treas- 
urer, although he was a Republican. The 
young soldier got most of the votes in the 
county and was elected. Being a minor, it was 
impossible for him to execute a bond, but the 
bankers and business men got together, signed 
his bond and dared anyone to question the 
validity of the instrument. This is a sample 
of how the conquering heroes may be hailed 
when they come home. 

Perhaps the present enthusiasm for the 
returned soldier will have been sobered a lit- 
tle by good judgment when the next campaign 
arrives, yet there are indications that the 
leading parties will turn to the Army for can- 
didates. A Pershing-for-President Club has 
been organized. Someone has started a boom 
for General Omar Bundy for Governor of Indi- 
ana. There are thousands of officers who have 
made good records, to say nothing of the mil- 
lions of privates. All of them will be in the 
available list when the tickets are made up. 

A popular hero would not be commissioned 
as a general unless he showed his ability for 
the place. By the same reasoning, there is no 
sound argument for placing a man in a position 
of great responsibility in civil affairs merely 
because he is a military hero. All things be- 
ing equal, a soldier would be more entitled to 
support at the polls than a civilian—especially 
a civilian who was lukewarm on the war. But 
along with other things to be considered, there 
should be some attention paid to qualifications. 
If a soldier is fitted for public office he should 
be supported in his ambition to hold such of- 
fice. If somebody else is better qualified and 
is a good man, he merits support.—From the 
Indianapolis News. 





The soldiers returning to civilian life 
should be extended all possible courtesies 
by the Credit Man. 








MEMBERS: 


What is your idea of having a 
National Pay-Up Week under the 
auspices of the Retail Credit 
Men’s National Association? 














See page 31 for more suggestions 
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@ Another Workable and Successful Scheme from 
Lincoln 


Members desiring to acquire more infor- 
mation about a cus:ttomer on their books, or a 
prospective customer, send the names to the 
central bureau, who prepares on Monday after- 
noon, a bulletin of all the names listed. Each 
name receives a number, in consecutive order. 
The bulletin is mailed to all members Monday 
night, so it is at their desk Tuesday morning, 
and they are requested to attend the weekly 
noonday meeting at the Commercial Club on 
Wednesday at 12:20 sharp, where a luncheon 
is served and the remainder of the hour is 
occupied in receiving reports upon these 
names. 

A stenographer takes a memorandum of 
all reports made and makes a transcript there- 
of, in duplicate, including names of members 
reporting. 

One of the members of our association 
edits this transcript so as to get it into concise 
condition for the bulletin for members’ con- 
venience and safety in transmission through 
the mail. 


This “boiled dowr” copy is then mimeo- 
graphed by the public stenographer, who is 
doing this work for us, and mailed direct to 
all the members, as you will notice by copy 
enclosed. 

The list of names is published on a sepa- 
rate sheet for the purpose of safety. 

The punched paper is used so that mem- 
bers may file these reports as received from 
week to week, and by making suitable notation 
upon the ledger or reference index, will be 
abie to turn quickly to any name in which they 
happen to be interested. 

Members are asked to file their request for 
having names listed upon blanks, like sample 
enclosed, also to make their reports on such 
blanks. These reports are left at the luncheon 
table and are quite helpful to the stenographer 
in preparing her transcript. 

These noonday meetings have greatly in- 
creased the interest in Credit Association work 
in Lincoln and are believed to be quite valua- 
ble. A complete copy is always filed in our 
credit reporting office. 





Please use one of these blanks for each 
separate name on list, in which you are inter- 
ested or with whom you have had credit expe- 
rience. 


Report on inquiry No...... 


RASS oe es aener ise nate te 
es. ae iden nc bweitrss a0 x ehoaiaeuiees 
(Mo.) (Year.) 
$......still owing. 
ISS aie: aR pene eens eee ces ST 
(Mo.) (Year.) 
Remarks: 


Send a free copy of meeting report to 











LOCAL ASSOCIATION NOTES 


in exchange for reports furnished by me on 
name listed for this meeting. 

(X) This slip may be used for sending 
name to Miss Rogers by inserting subject’s 
name and address at (X). 


Sample List Sent Each Member 


34—Allen, Laura, 445 N. 13th St. 

35—Berry, Mrs. S. M., formerly 2287 Sheldon, 
now 340 S. 26th St. 

36—BP.uckworth, Blanche B., 1644 Washington. 

37—Croker, Ethel, 1544 Que St. 

38—Hanawalt, Florence, 653 N. 27th St., for- 
merly 128 S. 30th St. 

39—Knowlton, B. L., 3210 Dudley. 

40—Lyons, W. H., care Gooch Mill. 

41—Majors, Mrs. Thos. J., 1200 G. 

42—-McFerren, Paul, 1237 L. 

3—Mertz, H. E., 2256 S St. 

44—Northrup, Dr. E. E., 205 N. 32d St. 

45—Ramesdell, C. I., 244 N. 24th St. 

46—Okane, S. B., care Hardy Furniture Co. 

47—Rundstrom, Mrs. C. L., 1221 L St. 

48—Schaefer, Jean L., 48th and Normal. 

49—Temple, Dora K., 1505 M St. 

50—Sturm, Bert, 1144 Peach. 

51—Thompson, P. A., 1901 Garfield. 

52—Westover, Sarelda, 1107 L. 

53—Westover, Miss V., 1701 N. 

54—Wood, C. R., 2313 S. 11th St. 


Addresses Wanted 
55—Alexander, Jacques, 434 S. 13th St. 
56—Cook, Adella, 320 S. 15th. 
57—Holmes, Helen, 1313 Q St. 
58—Johnson, Edna, now Mrs. Harold Sawdey, 

1829 M St., 1448 P St. 
59—Lahr, Mrs. A. R., 427 S. 19th St. 
60—Lamme, Alberta, 1825 Prospect. 
61—Martin, E. W., 132 S. 11th St 
62—Maudlin, H. C., 1716 K St. 
63—Tuffley, Pearl. 
Information can be supplied if desired— 
64—Bower, E. M., 1427 O St. 
65—Gass, Mrs. A. E., 1701 D St. 
€6—Grimes, E. E. 





ST. PAUL 


Readers of the Credit World will be inter- 
ested in learning the names of the recently 
elected officers of the Retail Credit Men’s Asso- 
ciation of St. Paul. 

They are as follows: 

George M. Brach, President; cashier Capi- 
tal National Bank. 

H. S. Schreiner, Vice-President; credit 
manager, Wallblom Furniture and Carpet Co. 

J. Cc. Barnes, Secretary; Union Credit Co. 

Miss Blanche Bassett, Treasurer; credit 
manager Dispatch Printing and Publishing Co. 

St. Paul is already laying plans for the 
big national convention here this year. 
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LOCAL ASSOCIATION NOTES—Continued 


PITTSBURGH 


At the annual meeting of the Retail Credit 
Men’s Association, of Pittsburgh, Pa., held 
Monday night, November 25, a woman, Mrs. 
S. C. Keogh, polled the largest number of votes 
for director. There were three to elect and nine 
candidates were nominated by the nominating 
committee of which L. Michaels was the chair- 
man. The other two directors elected were 
Hugo Baum and W. B. McConnell. The follow- 
ing officers were elected without opposition: 
Major Franklin Blackstone, president; Joseph 
H. Zelch, vice-president; J. R. Jackson, treas- 
urer, and F. A. Caten, secretary. Mr. Jackson 
presided. It was decided to increase the num- 
ber of directors from six to nine by electing 
three directors each year for three year terms. 
Those elected last night were for two year 
terms. The officers submitted their reports 
tozether with the following chairmen of com- 
mittees: F. C. Spreen, credit methods; Frank 
Armstrong, membership; Mr. Baum, entertain- 
ment, and Mr. Michaels, membership signs. 
The reports showed the association has 129 
members, as against 10 at the preliminary 
meeting one year ago. 


Dear Sir: 

A man claiming to be Harry H. Howe and 
to represent a prominent broker’s office in New 
York City circulated several “bogus” checks 
in this city last Saturday. 

He is a man about 55 years old, about 6 
feet tall, would weigh about 212 pounds, 
smooth shaven and as smooth spoken. Speaks 
with a slight Southern accent. Is very careful 
and deliberate in his actions. 

In most places he has made two or three 
calls before making a selection of goods After 
choosing some article, he gave his check, on 
which is printed the name of the New York 
broker, per (his own name being signed as 
manager). Check drawn on New York bank. 

His excellent appearance and personality 
has passed him in most cases without a ques- 
tion. 

When last seen, he was wearing a black 
velour hat and short dark overcoat. 

Both merchandise and man disappeared 
about six o’clock last Saturday night, and so 
far no trace has been found of either. 

If his operations are discovered in your 
city, will you please advise us immediately. 

Very truly yours, 
THE BUSINESS MEN’S ASSOCIATION 
OF SYRACUSE, Inc., 
Per RAY C. HUMMELL. 





NEW YORK ASSOCIATION. 


“The Fifth Avenue Bank telephoned this 
morning that a cheque we deposited on No- 
vember 19 for $29.35, drawn on Seattle and 
certified, was a forgery. The cheque was 
drawn by the Springston Lumber Co., and 
endorsed by W. S. Yorke. They learned of this 
by wire from their Seattle correspondent.” 


OKLAHOMA CITY. 


At the Credit Men’s meeting held last 
Wednesday, bad checks was the main topic, 
it being shown that the worst offenders at the 
present time are boys, both white and black, 
13 to 16 vears of age, and also young girls. 
Six were in jail at the same time one day last 
week, five of them being children, were re- 
leased. 





CLEVELAND. 


Do not cash checks for woman giving 
namie of “Mrs. Chas. McGrath, 67 Berwick 
road, and 1657 East 66th street.’’ Checks pre- 
sented are supposed to have been issued by 
Mr. H. M. Rosenbaum. He reports the case a 
fraud. The State Rank has notified the Bureau 
of two such checks having been accepted by 
subscribers. 


PROVIDENCE 
Commencing January Ist, the leading 
stores here will use these stickers on all of 
their bills: 





Patrons enjoying the convenience of 
charge accounts are reminded that bills 
are due when rendered and are expected 
henceforth to make full settlement of 
their accounts between the first and 
tenth of each month following date of 
purchase. 

Accounts not paid by the twenty- 
fifth will then be considered overdue. 

It is the desire of our National Gov- 
ernment to co-operate with merchants 
and their patrons in the continued con- 
servation of our country’s resources to 
eliminate all unnecessary, wasteful and 
costly abuses. Hence, we are prompted 
to urgently request your valued support 
in regard to your payment of accounts. 
PROVIDENCE RETAIL CREDIT MEN’S 

ASSOCIATION. AND RETAIL MER- 

CHANTS’ DIVISION, PROVIDENCE 

CHAMEER OF COMMERCE. 











DALLAS, TEXAS 


THE BOGUS CHECK LAW: Article 1422, 
Title XVII, Chapter 18 of the Texas Penal 
Code relating to offense of swindling, provides 
among others, that the obtaining by any person 
of any money or other thing of value with 
intent to defraud by the giving or drawing of 
any check, draft or order upon any bank, per- 
son, firm or corporation, with which or with 
whom such person giving or drawing said 
check, draft or order has not at the time suffi- 
cient funds to pay same and no good reason 
to believe that such check, draft or order will 
be paid, is guilty of swindle. 

This law has been upheld in every respect 
by the Court of Criminal Appeals. (Southwest- 
ern Reporter 199, Page 629.) 
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DENVER WARNING 


A bogus check man signing the name of 
L. S. Davis and presenting a card which rep- 
resents him as Vice-President of the Grand 
Coal Mining Company, Foster, Colo. There is 
no such company as this, neither is there such 
a town. This man represents that he is oper- 
ating the above company and that they do 
their banking with the Trinidad National Bank, 
Trinidad, Colo. The whole proposition is a 
frame-up and he is evidently going over the 
country passing these checks. They are on 
yellow bond paper with the watermark 
“Voucher.” They are printed in black ink, 
and the number in the upper left-hand corner 
is in red ink. On the left hand end are the 
words, “Good when countersigned by Ass’t 
Treasurer,’ and under the signature line are 
the words “‘Ass’t Treasurer” printed in red ink. 


The man is apparently about 50 or 55 
years of age, about 5 feet 6 inches tall, weight 
about 130 pounds. Carries letters addressed to 
him at Trinidad, Colo. Also a silver cigarette 
case with the name L. S. Davis engraved on 
it, which he shows as identification. The check 
has stamped on it with a rubber stamp “To 
Trinidad National Bank, Trinidad, Colo.” Evi- 
dently the maker inserts whatever bank he 
takes a notion to which is in the vicinity in 
which he is working. 

The above is wanted by the police of Den- 
ver and also by The Retail Credit Men’s Asso- 
ciation of Denver. If apprehended please ad- 
vise us by wire. 

THE RETAIL CREDIT MEN’S ASSN., 
529 Foster Building, 
Denver, Colo. 









TRINIDAD, COLO. 


Good when countersigned 





é Foster, Colo., Nov. 21, 1918. 
ss No. 469 
_ pe 
mS 2 GRAND COAL MINING CO. 
, THE ‘ORDER OF 8. DAVIS $ 75.00 
e **+* * SEVENTY-FIVE DOLLARS * * * * DOLLARS 


To TRINIDAD NATIONAL BANK 


A. J. Ruckman, 


Accountant 








ARE TERMS OF SALE A SELLING OR 
CREDIT FEATURE? 


From Los Angeles Association. 

Some one has brought up the _ subject 
whether the sales -or the credit department 
should properly have under it the making of 
terms to customers. In this connection, the 
following experience will be interesting: 

“There has been a question raised as to 
whether the making of terms belongs properly 
to the sales or the credit department. On this 
question there is little agreement, our observa- 
tion being that there is no fixed policy along 
this line, but matters are allowed to drift, often 
to the detriment of the house, and always to 
the disadvantage of the credit department. 

“There should be established a rule by 
which the sales department should be gov- 
erned in making terms, but where there is any 
conflict between the sales and credit depart- 
ments the credit department should have the 
authority to correct such cases. There can be 
no doubt that as things stand at present the 
salesman often uses terms as an inducement 


Credit Men. 





to a sale, but he should never do this unless 
he has permission of the credit department or 
is absolutely positive that his acts will be 
approved. When a salesman breaks away from 
talking goods to talking terms, he is not sell- 
ing goods but credit, and he should not have 
authority to sell credit advantages, for these 
should not be a matter of competition. 

“As for allowing a larger discount for im- 
mediate payment than the usual discount, the 
salesman should be allowed to pass upon this 
auestion only in cases where he is positive 
that the sales price will admit of such discount, 
and then he should be held strictly accountable 
for any abuses. 

“By proper co-operation and understanding 
between the credit and sales department there 
should be no conflict of opinion or authority. 
Unless there is the proper co-operation and 
understanding there will result not only con 
fusion and heavy losses but one department 
will be working at cris-cross against another 
to the injury of the reputation of the busi- 
ness.—Bulletin of the National Association of 
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STATE CHAIRMEN OF MEMBERSHIP COMMITTEES 


EASTERN STATES 
| A. L. Zoduk, Chairman, c/o Hy. Bendel, Inc., N. Y., N. Y. 


State Chairman for New York: Jack A. Porter, Duffy 
Powers Co., Rochester, N. 
Chairman for Brooklyn, N. Y.: T. Gould, Oppenheim Col- 
lins, Co., Brooklyn, N. Y 
Chairman for Buffalo, N. Y.: Chas. A. Goerner, J. N. Adams 
& Co., Buffalo, N. Y. 
Chairmat for ae N. Y.: E. H. Landon, 8. F. Iszard 
& Co., Elmira, N. ¥ 
Cc hairman for New York City: 
son Ave., New York City. 
Chairman for Schenectady, a -Y.: Geo. L. 
Wallace Co., Schenect: ady, N. 
Chairman for Syracuse, N. ¥.: Chas. A. Butler, Business 
Men's Ass’n., Syracuse, N. Y. 
Cc hairman for U tica, N. ¥.: H. B. Duffy, Doyle & Noyer 
Co ® tic. a, u. 


Herman Steinberg, 299 Madi- 


Edmonds, 


State Chairman for New Jersey and Delaware: I. C. 
Brown, L. Bamberger & Co., Newark, 
Compe for en N.J.: Wm. A. Hart, ‘te 
Newark, N. 
Chairman for “US a N. J.: S. E. 
, Trenton, N 
Chairman for Wilmington, Del.: Harry Conly, Henty 
Mercantile Agency, Wilmington, Del 


Plant & 


Kaufman, Kaufman 


State Chairman for Pennsylvania: F. C. Spreen, Me- 
Creery Co., Pittsburgh, Pa 

Chairman for Philadelphia, ‘Pa.: W. H. Johnson, Oppen- 
heim Co., Philadelphia, Pa 

Chairman for Pittsburgh, Pa.: L. M. Michaels, I. 8S. Harris, 
Pittsburgh, Pa. 


State Chairman for District of Columbia and Virginia: 
Davis Sanger, M. Phillpsbom & Co., Washington, D. C 

Chairman for Washington, D. Cc. of 
burg & Bros., Washington, D. 

Chairman for Richmond, Va.: W. A. Clark, Jr., Retail 
Merchants’ Ass'n, Richmond, Va. 

Chairman for Petersburg, Va.: 
burg, Va. 


Mark I, ansburg, Lans- 


Eugene Steele, Peters- 


WESTERN STATES 
E. A. Howell, Chairman, c/o Assoc. Retail Credit Men 
of Denver, Colo. 


State Chairman for California: M. B. Von Turner, Roos 
Bros., San Francisco, Cal. 

Chairman for Berkeley, Cal.: J. E. 
& Son, Berkley, Cal. 

Chairman for Sacramento, Cal.: G. ( 
mento Bee, Sacramento, Cal. 

Chairman for Los Angeles, Cal.: 
Plan Co., Los Angeles, Cal. 

Chairman rca Cal.: F. L. Montague, 
Fresno, Cz 

Chairman for Oakland, Cal.: A. T. Golding, Roos Bros., 
Oakland, Cal. 

Chairman for Pasadena, Cal.: E.R. Sorver, T. W. Mathes 
Co., Pasadena, Cal. 

Chairman for San Diego, Cal.: W. H. Griffiths, H. H. 
Taylor & Co., San Diego, Cal. 

Chairman for San Francisco, Cal.: H. M. Jeffreys, W. & J 
Sloane Co., San Francisco, Cal. 

Chairman for Santa Barbara, Cal.: S. A. Tisdal, Diehl 
Grocery Co., Santa Barbara, Cal. 


Alexander, J. F. Hink 
Hamilton, Sacra- 
W. H. Workman, Morris 
Groff & Co., 


State Chairman for Colorado and Wyoming: A. FE. 
Powell, Denver Dry Goods Co., Denver, Colo. 

Chairman for Boulder, Colo.: H. J. Saller, 
Goods Co., Boulder, Colo. 

Chairman for Colorado Springs, Colo.: W. V. Sims, 
Credit Rep. Co., Colorado Springs, Colo. 

Chairman for Greeley, Colo.: Mr. H. G. Parker, Vice- 
Pres. Greeley National Bank, Greeley, Colo 

Chairman for Pueblo, Colo.: W. L. Stone, White & Davis, 
Pueblo, Colo. eee 


State Chairman for Nebraska: 

Chairman for Hastings, Neb.: 
Co., Hastings, Neb. 

Chairman for Grand Island, Neb.: A. L. Joseph, Retail 
Merchants Ass'n, Grand Island, Neb. 

Chairman for Fremont, Neb.: W. L. Hines, Fremont Mer- 
chants Ass’n, Fremont, Neb. 

Caaieaee for McCook, Neb.: W. B. Mills, McCook Hard- 
ware Co., MeCook, Ne 

Chairman for Omaha, Neb.: J. D. Butler, Retail Credit 

Men's Ass’n, Omaha, Neb. 


Saller Dry 


L. H. Daft, Lincoln, Neb. 
F. Kenneth, Stein Brothers 


State Chairman for Kansas: L. B. Huffman, Wallenstein 
& Cohn Dry Goods Co., Wichita, Kans. 

Chairman for Topeka, Kans.: W. M. Naylor, Pelletier 
Store Co., Topeka, Kans. 

Chairman for Parsons, Kans.: Mell Steele, Parsons Re- 
tailers’ Ass’n, Parsons, Kans. 

Chairman for Leavenworth, Kans.: A. W. Bauer, Ball Dry 
Goods Co., Leavenworth, Kans. 

Chairman for Hutchinson, Kans.: 0. Wright, Pagues 
Wright Dry Goods Co., Hutchinson, Kans. 


State C patoenge for Missouri: F. J. Dicks, Browning-King 
«& Co., Louis, Mo. 
Chairman for Columbia, Mo.: 
Merchants Ass’n, Columbia, Mo. 
Chairman for Kansas City, Mo.: W. A. Shurr, Woolf 
Brothers, Kansas Ci 
Chairman for Maryville, Mo.: E. M. Claypool, Mary- 
ville N oO 
Chairman for Sedalia, Mo.: R. L 
chants Credit Ass'n, Sedalia, Mo. 
Chairman for St. Joseph, Mo.: Henry Schuler, Townsend- 
Wyatt & Wall Dry Goods Co., St. Joseph, Mo 
Chairman for Springfield, Mo.: J. L. Cartwright, Woodruff 
Bldg., Springfield, Mo. 


Victor B. Jones, Retail 





Harris, Retail Mer- 


SOUTHERN STATES 
D. O. Gaut, Chairman, c/o Bry-Block Merc. Co., Memphis. 


State Chairman for Tennessee, Kentucky, North Caro- 
lina and South Carolina: W. E. Horton, M. M. New- 
comer Co., Knoxville, Tenn. 

Chairman for Memphis, Tenn.: F. O. Wagner, Geo. T 
Brodnax, Memphis, Tenn. 

Chairman for Bristol, Tenn.: B. E. 
chants Ass'n, Bristol, Tenn. 

Chairman for John son City, Tenn.: FE. D. Houston, Hart 
& Houston Store, Johnson City, Tenn 

Chairman for Nashville, Tenn.: J. R. Harris, Nashville 
Railway & Light Co., Nashville, Tenn. 

Cc a for Covington, Ky.: J. R. Coppin, J. 

, Covington, Ky. 

Chairman for Louisville, Ky.: Tristram Shook, Retail 

Credit Men’s Ass’n, 816 Inter Southern Bldg., Louisville, 


Ballard, Retail Mer- 


R. Coppin 


Ky 
Chairman for Ashland, Ky.: J. Eddelson, Ashland, Ky 


State Chairman for Georgia, Alabama, Florida jand 
Mississippi: T. C. Dickson, Rhodes-Wood Furn. Co., 
Atlanta, Ga. 

Chairman for Birmingham, Ala.: W. E. 
Plan Bank, Birmingham, Ala. ? 

Chairman for Montgomery Ala.: J. W. Ashley, Mont- 
gomery Fair, Montgomery, Ala. 7 : 

Chairman for Jacksonville, Fla.: R. A. Yockey, Cohen 
Bros., Jacksonville, Fla. 

Chairman for Miami, Fla.: FE. 
Ass’n, Miami, Fla. es 

Chairman for Tampa, Fla.: C. G. Stalnaker, Tampa Mer- 
cantile Ass'n, Tampa, Fla. 


Wiilett,* Morris 


B. Sanders, Miami Credit 


CENTRAL STATES 
R. Adams, Chairman, c/o Wm. Taylor & Son Co., Cleveland. 
State Chairman for Indiana: Chas. M. Jones, Pettes Dry 
Goods Co., Indianapolis, Ind. : 
Chairman for Crawfordsville, Ind.: M. Bernheimer, Lou's 
Bischof Big Store, Crawfordsville, Ind. 
Chairman for Gary, Ind.: J. D. Camper, H.~ *Alschuler,Co., 
Gary, Ind. j 
Chairman for Terre Haute, Ind.: E. P. Simmons, Root 
Dry Goods Co., Terre Haute, Ind. 


State Chairman for Ulinois: John MacKenzie, Carson 
Pirie Scott & Co., Chicago, Ill. : ; 
Chairman for Bloomington, Ill.: W. L. Wilson, Livingston 

& Sons, Bloomington, Ills. ; . . 
Chairman for Danville, Ul.: F. M. Misch, Emery Dry 
Goods Co., Danville, Ill. “hl 
Chairman for Peoria, Ill.: W. O. Overback, Block & Kuh 
Co., Peoria, Ill. g 
Chairman for Rock Island, ~ he P. Ammerman, L. 5. 
McCabe & Co., Rock Island, IIl. ad 
Chairman for Springfield, Ul.: 'R. A. Bunker, Bunkers 
Millinery Co., Springfield, Ill. 
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State Chairman for Michigan: UH. J. 
Robinson Co., Battle Creek, Mich. 
Chairman for Detroit, Mich.: E. L. Jones, J. L. 

Co., Detroit, Mich. 
Chairman for Grand Rapids, Mich.: James Jarvis 
burg Dry Goods Co., Grand Rapids, Mich. 
Chairman for Kalamazoo, Mich.: W. 0. Jones, J. E. 
& Son Co., Kalamazoo, Mich. 
Chairman for Lansing, Mich.: A. 
Knopp Co., Lansing, Mich. 
Chairman for Fort Huron, Mich.: 
& Son, Fort Huron, Mich. 
Chairman for Saginaw, Mich.: G. H. M. 
W. M. Tanner Co., Saginaw, Mich. 


Mulrim, L. W. 
Hudson 
, Wurz- 
Jones 
B. Christopher, J. W. 


Phil Heiger, L. Heiger 


McDonald, 


State Chairman for Maryland: §. W 
Merchants Bureau, Baltimore, Md. 

Chairman for Baltimore, Md.: E. E. 
Brager, Baltimore, Md. 


State Chairman for Ohio and West Virginia: E. J. 
comb, The M. O'Neill Co., Akron, Ohio. 

Chairman for Toledo, Ohio: W. G- Manning, Lamson 
Brothers Co., Toledo, Ohio. 

Chairman for Cincinnati, Ohio: Ed. W. 
Mabley & Carew Co., Cincinnati, Ohio. 

Chairman for Cleveland, Ohio: W. H. 
Credit Men’s Co., Cleveland Ohio. 

aero for Dayton, Ohio: W. L. Fischer, Elder & John- 
ston Co , Dayton, Ohio. 

Chairman for C ‘olumbus, Ohio: 
Carlisle Co., Columbus, Ohio. 

Chairman for Youngstown, Ohio: J. R. Truesdale, 
chants Mercantile Co., Youngstown, Ohio. 

Chairman for Springfield, Ohio: J. S. Merrill, 
Collecting Co., Springfield, Ohio. 

Chairman for Fayette, Ohio: M. E. 

Credit Bureau, 


’, Winchester, Retail 


Coles, Jr., A. A. 


Hur- 


Knapp, The 


Gray, Cleveland 


Wm. H. Luckhaupt, W. 8S. 
Mer- 
Merchants 


Hitchcock, 


Fayette 
Washington Court House, Obio. 


aa for Dresden, Ohio: Chas. Stevenson, Dresden, 
Ohi 

Cc hairman for Painesville, Ohio: E. H. Cook, Painesville, 
Ohio. 

Chairman for Huntington, W. Va.: R. C. Mossman, 
Business Association, Huntington, W. Va. 

SOUTHWESTERN STATES 
A. D. MeMullen, Chairman, c'o Okla. City Assoc. Retailers, 
Oklahoma City, Okla. 


State Chairman for Arizona and New Mexico: 
Steinfeld, Albert Steinfeld & Co., Tucson, Ariz 

Chairman for Bis Ariz.: Robert Hamilton, E. A. 
Toorea & Co., Bisbee, Ariz. 

Chairman for Phoenix, Ariz.: Mrs. Mer- 
chants and Manufacturers Ass'n, 


Harold 


D. B. Clemens, 
Phoenix, Ariz. 


State Chairman for Texas: D. L. 
matic Co., Dallas, Texas. 

Chairman for San Antonio, Texas: 
Merchants Ass’n, San Antonio, T 

Chairman for Fort Worth, Texas 
Monnig Dry Goods Co., Ft. Worth, Tex 

Chairman for Waco, Texas: M. L. He ee chfe Ider, 
Brothers, Waco, Texas. 

Chairman for Houston, Texas: L. W. 
Brothers, Houston, Texas. 

Chairman for Beaumont, Texas: S. S. Solinsky, 
Merchants Association, Beaumont, Texas. 

Chairman for Amarillo, Texas: E. E. saetonell, 
Business Men’s Ass’n, Amarillo, Texas 

we Paris, Texas: R. B. Be try, Crook Record Co., 

Aris ex 

Chairman for Galveston, Texas: H. 
Dry Goods Co., Galveston, Texas. 

Chairman for Austin, Texas: D. W. Moffatt, 
brough & Sons, Austin, Texas. 


Whittle, Western Auto- 


Adolf Grasso, Retail 











Ww m. Monnig, Jr., 
Sanger 
Davis, Sakawitz 
Retail 
Amarillo 
B. Meyer, Fellman 
E. M. Scar- 
State Chairman for Louisiana, Arkansas and Mississippi: 
Adoiph Good, Marks Isaacs Co., New Orleans, La. 


Chairman for Alexandria, La.: E. Eiland, Rapides Credit 
fen’s Ass’n, Alexandria, La. 


Chairman for Shreveport, La.: Meyer Benson, The 
Benson's, Ltd., Shreveport, La. 

Chairman for Little Rock, Ark.: F. T. Longley, Retail 
Merchants Ass’n, Little Rock, Ark. 

Chairman for Hot Springs, Ark.: C. L. Russ, Merchants 


Association, Hot Springs, Ark. 
State Chairman for Oklahoma: 
Retail Credit Men, Tulsa, Ok 
Chairman for Bartlesville, Oula,: H. Sharp, Bartlesville 
Merchants Ass’n, Bartlesville, Okla. 
Chairman for Enid, Okla.: J. E. Turk, Kennedy Mercan- 
tile Co., Enid, Okla. 
Floyd Hines, 


J. C. Rayson, Associated 


Chairman for Muskogee, Okla.: 


Graham- 
Sykes Co., Muskogee, Okia. 


Chairman for Oklahoma City, Okla.: H. H. 
Oklahoma City, 


Calvin, 


B. & M. Clothing Co., Okla. 
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NORTHWESTERN STATES 
Roadnight, Chairman, c/o The Crescent, 
Spokane, Wash 

State Chairman for Washington and Oregon: J. E. 
MacPherson, Lowman & Hanford Co., Seattle, Wash 

Chairman for Spokane: F. B. Shockley, Hill Brothers Shoe 
Co., Spokane, Wash. 

Chairman for Tacoma: H. A. 
Tacoma, Wash. 


C. F. 


Rhodes, Rhodes Bros., 


State Ne hairman for Mortana and Utah: C. G. Keenan, 
. J. MeConnell Co., Butte, Mont 

Cc nedenene for Billings, Mont.: M 
Billings, Mont. 

Chairman for Lewiston, Mont.: C. H 
Mercantile Co., Lewiston, Mont 

Chairman for Havre, Utah: . M. Wallace, 
‘o., Havre, Mont. 


Klein, Hart Albin Co., 


Butler, Power 
H. Earl Clack 
State Chairman for North and South Dakota: C. M 


Branson, Watkin's Service, Aberdeen, So. Dak 
Chairman for Mitchell, So. Dak.: P.M. Young, Merchants 


Ass’n, Mitchell, So. Dak. 

Cc a * “e hag Sioux Falls, So. Dak.: A. J. Keith, Sioux 
Falls, Dak 

Cc nolo { for Watertown, So. Dak.: P Turner, Mer- 


chants Ass'n, Watertown, So. Dak 


Chairman for Grand Forks, No. Dak.: Francis McKernan, 


Guater Grand Forks Credit Bureau, Grand Forks, N. Dak. 
NORTHERN STATES 
B. W. Prusiner, c/o Davidson Bros. & Co., Sioux City, lowa 
Minnesota State Chairman: G. M. Brack, Capitol Na- 
tional Bank, St. Paul, Minn. 
Chairman for Duluth, lowa: Chas. J. Nolan, Duluth Glass 


Block Store Co. 


Chairman for Minneapolis: H. C. Heath, Minneapolis 
Dry Goods Co. 
Wisconsin State Chairman: H. M. Silver, Boston Store, 


Milwaukee, Wis. 

Chairman for Green Bay, Wis.: © 
son Blesch Co 

Chairman for Kenosha: 
Association. 

Chairman for Madison, Wis.: 
Commercial Association. 

Chairman for Oshkosh, Wis.: 
mann Co. 

Chairman for Superior, Wis.: 

fingate Co. 

State Chairman for Idaho and Nevada: 
Bratton, Morr:s & Co., Lewiston, Idaho 

lowa State Chairman: E. J. Carey, Martin Dry Goods Co., 
Cedar Rapids, lowa 

Chairman for Council Bluffs, Iowa: W. C 
Joe Smith & Co. 

Chairman for Davenport, Iowa: M. L. Parker Co 

Chairman for Des Moines, Iowa: C. H. Bryant, 
Plan Bank. 

Chairman for Sioux City, Iowa: H. F. 


L. Mottensen, Jorgen- 


H. G. Maddock, 


Kenosha Retailers 


M. W. Thompson, Madison 


Albert Freitag, S. Hey- 


Wm. 8. Wingate, Lightbody 


Frank Morris, 


McConnell, 


Morris 


Morris, Pelletier Co 


NORTHEASTERN STATES 


H. W. Hatch, Chairman, c/o Gilchrist Co. Boston 
State Chairman for Massachusetts, Maine, New Hamp- 
shire and Vermont: Harry B. Brooks, Staples Coal Co., 
40 Central St., Boston, Mass. 
Chairman for Boston, Mass.: J. D. Day, 
son Co., Boston, Mass. 
Chairman for Worcester, Mass.: 
John C. MacInnes Co. 
come sad Holyoke, Mass.: 


c/o Smith Patter- 
Frank F. 
W. J. Burke, 


McGunnegle, 


Parfett Furni- 


ture 
Chairman: for Northampton, Mass.: Herbert E. Riley, 
H. Riley & Co. 
chsinaan for Salem, Mass.: Geo. C. Merrill, Dan’l Low 


Geo. Thacker, Meekins 


& Co. 
Chairman for Springfield, Mass.: 
Packard & Wheat. - 
State Chairman for Connecticut: Wm. H. 
Edward Malley Co., New Haven, Conn. 
Chairman for Hartford, Conn.: Ezra F. 
Thompson Co. 


Murray, 


Bates, Brown 


Chairman for Rhode Island: 
Providence, 

Chairman for Providence, R. L.: 
Shepard Co. 


J. J. Pincus, The Outlet Co., 


Wm. F. Sears, The 
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CREDIT AND SALES TALKS 


(Delivered before the Lincoln Credit Men’s 
Association by Mr. A. H. Powell, Credit Man- 
ager Kornsmeyer Co.; Mr. A. S. Dougal, Sales 
Manager Lincoln Paint and Color Co., and Mr. 
J. W. Burgess, Treasurer Dempster Mill Mfg. 
Co.) 


“The Co-Operation Between the Credit and 
Sales Department and How That Co-Oper- 
eration May Be Fostered and 
Built Up.” 


Mr. President and Co-Workers: 

It is the sole object of the program tonight 
to convey to you the co-operation that should 
and must exist between the credit and sales 
departments in order that the firm we repre- 
sent may build up a substantial and lasting 
business. I believe that Mr. Dougal will 
bear me out in this statement, that the credit 
man must be on an equal footing with the 
sales manager and salesman to this extent, that 
he must be absolutely sold on his vocation, that 
is to say, he should feel that his vocation is 
just as honorable and important to the success 
of his firm as the other fellow’s. 

If you will allow me to deviate from the 
subject for one moment I want to say that I 
grasped the vision of the vastness of credit 
work at the National Convention of Credit 
Men held in Minneapolis in 1911 and I am so 
wrapped up in my work that I feel that the 
remarks I bring to you tonight should be of 
some benefit inasmuch as the situation has 
been coped with, the problems solved, in a 
way, and favorable results obtained. 

“What brought about the reason for get- 
ting this advance information?” 

Several years ago the point arose in the 
organization which I represent, that we were 
losing business, especially on the new orders, 
inasmuch as we were delaying shipment of 
the orders in order that we might secure 
credit information. At our annual sales meet- 
ing the matter was discussed pro and con 
with the result that the general manager in- 
structed the credit department to accept the 
first order from a new customer, on whom 
we had no information at all, up to a certain 
amount and in the meanwhile get busy and 
get our reports and be in a position to handle 
his future business. This was tried out for 
three months with the result that we were 
not satisfied with our findings and put this 
class of business on the following basis: 

“Get information in advance of the sales- 
man.” -The credit manager is in a much bet- 
ter position to get an accommodation before 
the account is opened rather than after. Does 
it not stand to reason that the salesman can 
be greatly assisted if we can get him this in- 
formation in advance, so that he will know 
when he goes into a new place of business 
that should he be successful in landing an 
order his house will pass it? 

You may wonder at first how this informa- 
tion is to be obtained. In the morning’s mail 
three new customers were brought to my at- 


tention through the cash remittance alone. As a 


an illustration, the old firm sent in their re- 
mittance advising that they had just leased 
their business to another party and would high- 
ly recommend him to our firm and asked that 
we give him the same courteous treatment 
that we had extended to them in the past. 

Watch your demand for catalogues. When- 
ever a new catalogue is asked for have your 
sales department pass that order over to the 
credit manager’s desk so that he may get in 
touch with this class of prospect. 

Make a study of your territory and inves- 
tigate whether or not you are selling the more 
responsible firms, and if not, inquire into it, 
for we will all agree that we are anxious to 
get hold of the man in an established busi- 
ness and in a business to stay. 

I cannot conceive why the sales and credit 
departments should not be keen to have the 
co-operation of the other should they hope 
to obtain success. This advance information 
is furnished to the sales department in let- 
ter form, with a copy for the salesman in 
that territory and a copy for the general man- 
ager. He then follows it up and keeps the 
salesman in touch with this applicant until 
results, either good or bad, are obtained. 

We have heard a great deal said of late to 
the effect that the credit manager is tied too 
closely to detail work with the result he never 
gets out on the territory and meets the man 
from whom he secures the order, and speak- 
ing from personal experience, that is one of 
the greatest essentials in the make up of the 
credit game. That is to say, get out on a 
level with your customers and help them to 
solve their troubles, which will enable us to 
solve ours. 

As a suggestion to general managers would 
say that I believe you would reap a great 
dividend from the money expended should you 
arrange to send a credit manager to the next 
National Convention 

In conclusion would say that the old adage 
still stands good, that is, “Proof of the pud- 
ding is in the eating.” 

Cur house ruled off losses for the year 
1915 equal to 1/6 of 1%. That figure has been 
reduced until it now stands 1/20 of 1%. The 
year 1916 showed losses ruled off 2/5 of 1%, 
with the figure to date reduced to 1/5 of 1%, 
and before another year is opened believe that 
this figure can be materially reduced. Surely you 
will agree that if we can hold our credit losses 
down in this neighborhood that we are doing 
about all that can be expected of us. 

I thank you. 

(Signed) A. H. POWELL 


Co-Operation That May Be Established and Fol- 
lowed by the Sales and Credit Departments 
and in What Practical Ways the Sales 
Department Can Be of Real Benefit 
to the edit Department. 


This is a broad subject that should be 
approached either along general lines that are 
applicable to all lines of business or from some 
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specific point of view applying to one certain 
line. Believing, however, that general prin- 
ciples and methods that are found successful 
in one business would no doubt be successful 
or of interest to other lines of business, I will 
endeavor to cover aS much ground as possible 
in my explanation of how the sales department 
from the sales manager to the road represen- 
tative, down to the boy at the cash desk, can 
co-operate effectively and properly with the 
credit department. 

The majority of sales managers have al- 
lowed themselves to become antagonistic to 
the credit manager. Probably because the lat- 
ter so often “‘nips in the bud” some pet deal of 
his or of some one of his lieutenants in the 
field, and turns down some vrders which the 
sales department thinks are perfectly good. 

As a sales manager, I know what this ten- 
dency is, which I have fought in myself for a 
good many years and I have now come to the 
realization that at least in a big corporation, 
it is poor policy to buck the credit department 
because the Board of Directors will generally 
be found staunchly behind that department, 
provided the credit man knows his business, 
and is sufficiently broad gaged and sensible 
to properly hold down his job. This same 
tendency of pulling in the opposite direction is 
probably more apparent with the salesmen on 
the road than with the sales manager. The 
man who works a territory traveling at all 
hours of the day and night, eating mediocre 
meals sleeping in questionable beds, foregoing 
to a large extent his home life with its conse- 
quent pleasures and enjoyments, has a great 
deal to contend with and it is not to be won- 
dered at that he occasionally gets on edge or 
goes stale and is ready to take a crack at the 
first head that shows itself, where he thinks 
he can make some kick with at least a fair 
show of reason and “get by” with it. 

Naturally the credit manager offers the 
greatest field for the exercise of the salesmen’s 
criticism or ill temper. He has probably turned 
down a nice order that the salesman worked 
hard to get or at least he is holding it on his 
desk for further consideration, or to get fur- 
ther reports, when the salesman states that 
the customer is in a hurry for the goods. Have 
you ever noticed that the man whose credit 
is the worst and who probably knows himself 
that his credit will be questioned, is the one 
who is always in the greatest rush to have the 
order shipped and delivered? 


The salesman generally feels that the 
credit man is not his friend, whereas truly the 
credit man should be and often is as good a 
friend to the salesman or even better than 
the sales manager. If the two departments co- 
operate together in the proper way, greater 
results in the way of increased sales and more 
business on the books can be secured than if 
there is a feeling of antagonism between the 
two departments. 

Let us see for a minute how this will work 
out in practice. It is fully just as essential 
to keep established accounts lined up and 
their accounts paid up, so that more goods 
can be sold to such customers, as to get new 
business; and it is usually easier to get more 





business from an established customer than 
to break the ice with new sales. Hence, if 
the credit manager would take the route sheets 
of each salesman on Monday morning, make 
a list of the towns he is going to be in during 
the week or the following ten days or two 
weeks, and give that salesman a list of every 
account that is past due on his territory, with 
the amount that he is willing to pass an addi- 
tional order for and a statement for the past 
due balance, with the request that the sales- 
man should collect this balance, it would give 
the salesman definite information on how far 
he could go in selling more goods to that 
dealer. 

Take, for instance, a dealer who has a 
credit limit of $100. He is owing, say, $125, $75 
of which is sixty days past due. It is appar- 
ent that the credit manager has stretched the 
credit limit somewhat to let him in to the 
amount of $125, and it is safe to assume that 
he would not want to stretch it further to 
cover an additional order which the salesman 
might take, unless a substantial remittance 
against the past due balance is sent in. Now 
the salesman should realize that he is put in 
charge of his territory for the purpose of de- 
veloping the greatest possible volume of prof- 
itable business for his house, and shouldn’t 
look upon the collection of these past due bal- 
ances as simply doing “collection work,” but 
shou!d look upon it as a business building 
proposition and realize that it was up to him 
to clear the slate, so to speak, so as to enable 
him to secure an additional order when he is 
in the town. If he is not prepared to do this, 
he might just as well pass up that town or at 
least that customer, because any order with- 
out a remittance on account or to offset the 
past-due balance, would naturally be either 
held up or turned down. 


I therefore believe that it is good policy 
for the sales manager of any institution to give 
his men at least moral credit for all collec- 
tions they make, and have them show collec- 
tions made in a separate column on their sales 
reports for the week. 

In passing, I might mention another direc- 
tion in which the salesman can co-operate with 
the credit department. In many instances the 
salesman will take orders from new accounts 
not heretofore sold by the house under some 
designation other than the owner’s name, for 
instance, the Palace Drug Store, the Red Cross 
Pharmacy, the Unique Hardware Shop, etc. In 
such instances it would facilitate the work of 
the credit department and reduce the expense 
of securing necessary information through reg- 
ular channels, if the salesmen in such cases 
would give the owner’s name in addition to the 
style under which the business is conducted, 
for the reason that the commercial agencies 
often rate the owner’s name of the business 
and not the style under which they are oper- 
ating. 

Getting back to the mental attitude of the 
salesman I think the first wrong impression 
which some salesmen have is that the credit 
man is their bitterest enemy and the proper 
thing to do is to get the business, no matter 
from whom or where. They either “bull it 
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through” or devise ways and means of “slip- 
ping it over’ on the credit man; when the 
credit man says “gafety first” they feel that 
they have been imposed on. If they happen to 
“slip it over” when they know the customer 
is financially weak, they are elated. This point 
of view is naturally dead wrong. A salesman 
should remember that he belongs to an organ- 
ization, the object of whose existence is to 
secure the greatest possible volume of good 
business and the salesman who co-operates 
properly with the credit department is a more 
valuable asset to his firm than one who is 
always bucking the credit manager. There can 
be more money lost through the credit depart- 
ment than through any other branch of the 
business. 

Consequently, a credit manager is usually 
a man who knows his business and has 
strength of mind and backbone enough to 
hold out for his beliefs, which should properly 
be based upon definite information. It is, how- 
ever, not always possible to get the fullest 
kind of definite information, especially in re- 
gard to a new firm just starting in business, 
and a salesman should when selling such firms, 
append to his order a letter giving all the in- 
formation he has been able to obtain from 
the banks, the other merchants and any other 
source at his disposal. It is desirable to get 
information not only from the bank with whom 
a dealer is doing business but from the other 
banks in town who are possibly less prejudiced 
in his favor. He should find out from whom 
this dealer is buying other merchandise. From 
whom he buys his groceries, and it is a good 
plan to find out whether he pays his grocery 
bills promptly at the local grocery store. He 
should get a line on the men’s habits, method 
of doing business and look into the moral risk, 
and give adverse information as freely as he 
gives favorable data. This enables the credit 
manager to steer a middle course and size up 
a prospect from an average point of view. 

This is not time wasted but time well 
spent to a salesman’s own advantage. Then if 
the order is turned down the salesman should 
accept the fact philosophically and not let it 
deter him from going after other similar busi- 
ness, which in other instances might be ac- 
ceptable to the house and prove a fine and per- 
manent customer. Some salesmen on the 
other hand travel along the lines of least re- 
sistance and are prone to devote a large share 
of their time to selling customers of ques- 
tionable credit because they are easier to sell, 
as they have probably been turned down a 
number of times by other sources of supply, 
and if a salesman gets in this habit he has 
more orders turned down by the credit depart- 
ment and is more apt to lose his efficiency and 
value to the house in consequence. If he de- 
velops himself along the lines of calling on the 
best rated firms in each town, he would be- 
come a better salesman, as he would have to 
put forth a greater effort to make a sale in 
many instances, but when the business was 
once secured it would be far more acceptable 
and profitable to his house, besides being of 
larger volume, as the well rated firms are 
usually those who are doing a big business. 


There are, however, a large number of 
slow accounts who still are good accounts. 
They are habitually slow. They have been 
brought up or educated to doing business along 
those lines and if the salesman will keep these 


accounts collected up to the minute, which he. 


can do to advantage while on the ground more 
efficiently than to have the credit department 
dunning the account through the mail and put- 
ting him in a sore frame of mind, he will soon 
find that every dollar he collects means that 
he can sell that man another dollar’s worth of 
goods which he otherwise would have to pass 
up. Such a method will also avoid unnecessary 
correspondence between the credit department 
and the customer, and will result in better sat- 
isfied customers for the salesman and the house 
and a largely increased volume of business. 
If the salesman gets the check for the past 
due account and sends it in with his order, 
the order is passed promptly and there is no 
occasion then for the credit department to 
write the customer that the order is received 
but is held up until a check is forthcoming 
which naturally gets on the dealer’s nerves 
and makes him sore. 

Now in regard to the credit manager, the 
salesman or the sales department may often 
have some just criticism. He may be a man 
who has allowed himself to get into a rut; 
who is really too despotic or arbitrary, who is 
not sufficiently broad to realize that many a 
good account is built from a small beginning 
and that by a liberal policy of co-operation and 
financial assistance to a worthy but struggling 
dealer, they can cement an everlasting busi- 
ness friendship with such an account, and that 
that he will appreciate such early assistance 
all through his business career. 

A credit manager should not expect all the 
co-operation to come from the side of the 
salesman or the sales department. He should 
be willing to co-operate with them by being 
in a receptive frame of mind, subject to con- 
viction and with a tendency to take a chance 
where the chances are fifty-fifty for success, 
provided the moral risk is fair and the amount 
not too great. He should also furnish the 
salesman constantly with complete informa- 
tion regarding all accounts that are listed as 
being slow. He should furnish the salesman 
with credit limits on each account and see 
that these limits are posted in the salesman’s 
record book. He should then keep the sales- 
man posted on how much the account is owing, 
how much is past due and should notify him 
covering each remittance received on account. 
Then if the salesman does his part and keeps 
his records up to date, he knows any time just 
how much he can sell a dealer and how much 
he must collect from the dealer before he can 
sell more. 

Then I believe that a credit manager when 
he finds it necessary to turn down an order, 
should realize that a salesman had worked 
hard for that order and should write him an 
explanatory letter, giving brief reasons for his 
action. and offer some condolence that will 
take away the sting of defeat or loss. Then 
again when a salesman sells a_ particularly 
well rated firm for the first time, the credit 
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manager should drop him a complimentary let- 
ter. This will spur him to his greatest efforts 
in devoting his efforts to that class of trade 
and will make him feel that the credit manager 
is with him. 

He should make it a point of talking with 
the salesmen personally when they come into 
the house on Saturday or any other time, about 
the different doubtful accounts on their terri- 
tory, getting first their viewpoint and study- 
ing the salesman’s mental attitude in regard 
to credit and gradually winning his friendship 
and confidence, encourage him to come to the 


credit Manager with information that will be 
of interest to him and to report any change 


of uwnership of a business, with full informa- 
tion as to the history of the new incumbent 
and if possible, state where the old owner is 
going to locate and whether he is going into 
the same line of business on some other man’s 
territory or not. This often paves the way 
for getting new accounts in other towns. 

Under existing conditions in the business 
world it behooves any firm to see that their 
accounts are closely collected and that the 
past due percentage of accounts receivable is 
kept down to the very lowest minimum. This 
not only requires tact and determination on 
the part of the credit manager, but a close 
co-operation between the sales department and 
the credit department. Old methods of letting 
accounts ride indefinitely and lax methods of 
collection not only are “poor business” but 
have the tendency of educating dealers to ex- 
pect such liberal treatment from all firms with 
whom they do business, and to secure and re- 
tain a false viewpoint entirely on the subject 
of collections. It seems to me that no better 
time than this could be selected for a uniform 
campaign on the part of all manufacturers, job- 
bers and retailers for the purpose of edu- 
cating the trade to a realization of their re- 
sponsibilities in regard to the payment of their 
bills. 

At a time when dealers are expecting all 
sorts of changes in the way of prices, values, 
difficulty in securing merchandise, increased 
cost of living and of traveling expenses, in 
federal and state taxes and in fact in all over- 


head expenses coincident to the running of 
any buisness, what opportunity could there 
be more opportune than this for a gradual 


tightening up all along the line of the credit 
system and forcing home to the dealer’s mind 
the fact that when he buys a bill of goods 
he is expected to pay for same strictly in ac- 
cordance with the terms of sale, and that man- 
ufacturers, jobbers and merchants cannot be 
expected to do a banking business and supply 
their customers with capital on which they 
in turn could run their institutions. 

Here again the saiesman can be of great 
Service in systematically educating his trade 
that such a policy will be exvected of him and 
that this in turn will result to his advantage, 
in that it will force him to acopt more up-to- 
date and business-like methods in his own 
business and to either sell for cash or put 
Into effect an up-to-date credit system of his 
Own, which will insure the proper settlement 
of accounts between himself and his customers 
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and thus supply him with the necessary cap- 
ital to take his discounts, or at least to meet 
his indebtedness promptly at maturity instead 
of having a large volume of his assets show 
as accounts receivable on his books. 

What could be more absurd than a mer- 
chant having on h’s books accounts receivable 
running from six months to a year equal in 
many instances to the inventory value of his 
stock on hand. At a time when farmers have 
more money than they ever had before and 
are paying cash for automobiles, gasoline and 
other luxuries which they now feel that they 
cannot do without, why should a merchant per- 
mit these farmers to run up accounts for ne- 
cessities at his store and do a banking busi- 
ness instead of a merchandise business that 
leaves him “holding the sack” at the end of 
the year without any compensating advantage 
to him? 

The time has come when every firm, in the 
manufacturing or jobbing business should in- 
sist upon their road representatives talking 
“business principles’ to their trade and en- 
courage the dealers in every way possible to 
adopt more up-to-date methods and to have 
more backbone in dealing with their own cus- 
tomers, so that they in turn will improve their 
credit standing and be able to meet their bills 
more promptly. 

There is absolutely no doubt that a sales 
man covering a prescribed territory and work- 
ing along scientific, business-like lines and co- 
operating with the credit department in the 
way of keeping slow accounts collected up-to- 
date, in devoting his time to selling firms of 
good credit, in educating his customers to con- 
duct their own business along more scientific 
and business-like lines and keeping the credit 
department informed on all changes in per- 
sonnel or ownership of their customers, in re- 
porting any financial ventures that these cus- 
tomers may indulge in outside of their reg- 
ular business and in various ways co-operating 
closely with the credit department, can very 
largely increase the volume of profitable busi- 
ness on his territory and thereby increase his 
efficiency and value to his house. 


(Signed) A. S. DOUGAL. 


Memorandum. 


Mr. President and Fellow Credit 

The subject, “The Co-operation Between 
the Credit and Sales Department and How 
That Co-operation May Be Fostered and Built 
Up,” is an old one and yet one that is ever 
new, always claiming the most thoughtful and 
careful consideration (in order to reach the 
best results) the business men can bestow, but 
it would seem at first hand this evening that 
the very practical discussion by our friend 
Mr. Powell and the very exhaustive paper by 
Mr. Dougal has left to me to speak but lim- 
itedly out of personal experience. 

From my viewpoint, I should say that the 
sales and credit departments in any business 
should always be kept as separate entities as 
absolutely distinct from each other and each 
to be allowed its own individuality and meth- 
ods in pursuing the special line of objectives 
that is allotted to each and yet in the exercise 


Men: 
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of these separate and distinct individualities, 
there should be the greatest co-operation and 
harmony. There should never be any fric- 
tion or lack of harmony between the heads of 
these two departments, but on the contrary, 
their efforts, their movements and their aims 
should co-mingle and meet each other produc- 
ing the galvanic current that vitalizes, moves 
and makes for successful business. No well 
regulated business will have any clashing be- 
tween these departments. Men of broad gauge, 
large bore and efficiency will not permit any 
misunderstandings to exist. 

My experience has been that when misun- 
derstandings arise between these two depart- 
ments or when there is a lack of co-operation, 
it is usually on the part of some “‘Understudy” 
or with the traveling salesman and then large- 
ly through lack of knowledge and information 
of the aims, objects and policy which form the 
basis on which the business is being reared and 
failure to grasp the underlying principles of 
such objects, aims and policies. Consequently 
the remedy for such conditions is the adoption 
of educational ‘methods. It is therefore funda- 
mental that we have good material to work 
upon and that we see to it that the individuals 
secured for these subordinate positions are of 
the type of intelligence, disposition and energy 
that they harmonize with your business spirit 
and that they have the proper mental grasr 
and calibre. The time was when we employed 
traveling salesmen because they were “good 
fellows and good mixers,” now we are all look- 
ing for traveling men of broad gauge, experi- 
ence, information and capacity not only to 
market our lines but to assist and render help- 
ful suggestions to the trade who are handling 
these lines. 


In the institution with which I am connect- 
ed we have an annual school to which once 
a year we call all our heads of branch de- 
partments and traveling salesmen and discuss 
the line in all its phases, also discuss policies 
with the trade. questions of credit and collec- 
tions and methods of handling various prob- 
lems pertaining to these departments and the 
manner of dealing with special cases which de- 
velop in the experience of both the sales and 
the credit department. 

This work is supplemented by private per- 
sonal talks and instructions and in the case of 
special instances, conditions are determined, 
purposes discussed and special methods for 
accomplishing desired results devised, the aim 
and object in all of this educational work being 
to develop team work between the employees 
of these two departments and to promote 
study, growth and clearer comprehension of 
the business policies and aims and to the end 
that minor differences may be eliminated and 
a broader vision obtained. 

Mr. Powell has called our attention to the 
“New Customer and the First Order” soliciting 
experience in its treatment. 

Every credit man whether his experience 
be much or little, always comes in contact 
with this problem. The opening of the new 
accounts and the passing of the first order 
which comes to his desk, whether with limited 
information or none whatsoever. No careful 


credit man will pass these orders without 
proper consideration and due caution as to 
their desirability and reasonable assurance 
that they will be paid a maturity. Every 
credit man wants to handle the same with the 
greatest speed possible, but safety should not 
be sacrificed to speed. In all instances proper 
time and consideration should be taken, to 
obtain facts and basic information that safe 
action may be determined. 

While general principles can be followed, 
many of the first orders that come across the 
credit man’s desk require special treatment. 

Many credit departments require their 
travelers to submit, with the first order, a 
report giving such information as he may ob- 
tain from local banks, local merchants and 
fellow traveling men representing houses in 
similar or kindred lines who may be selling 
the customer. In instances where the order is 
especially large, traveling salesmen are re- 
aquired to accompany same with a Uniform 
Property Statement and Trade References. 
Again, it may be necessary to make very thor- 
ough investigation through commercial report- 
ing agencies and through interchange bureaus. 

Our practice has been to utilize all of these 
agencies, but as has been said, there are many 
orders received which do not have any infor- 
mation whatsoever accompanying and these 
are the cases requiring special treatment. 
When the orders come from a territory in 
close proximity to the headquarters, we very 
freauentiy resort to the use of the “phone,” 
getting such information as we can and frank- 
ly stating to the customer that in the absence 
of information as to his financial standing, we 
are making shipment C.O.D. until information 
regarding his financial condition is sent to us. 
If at long distance and we deem dispatch in 
making shipment most desirable, we pursue 
the method of shipping C. O. D. and writing 
the customer an explanation, requesting that 
for dispatch in handling of future orders, he 
send us a statement or give us references so 
that we can place the information in our credit 
files and be in position to extend him such 
courtesies as his business ability, character, 
standing and financial condition will warrant. 
Again, when the order is very small, for some 
repairs, coming from apparently irresponsible 
dealers without credit, standing and reputa- 
tion, even though the facts would indicate that 
great dispatch is necessary, we hold up the 
shipment and request remittance before ship- 
ping. In nearly all cases with the first order, 
however, where there is a good credit rating 
in either Dunn’s or Bradstreet, we ship the 
first order, providing the amount is not so 
great that it arouses a spirit or feeling of un- 
usual caution. 

It is never safe, however,.to establish a 
certain fixed amount or maximum for the pass- 
ing for the first order; to pursue such a policy 
would result at least in great loss and might 
be disastrous. The successful credit man al- 


ways takes time to make proper investigation 
and to accumulate the fundamental information 
necessary for passing credit and, as stated, 
never sacrifices speed for safety. 

Important as is the treatment of the first 
order in building up a trade and increasing 
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the volume of business, it is not of greater 
moment than the treatment of old accounts and 
the continuance of same within limits consist- 
ent with safety. Every alert and active credit 
man is eager for his house to get new busi- 
ness, he is also equally alert to maintain in 
proper relation and standing the established 


trade. Frequently the handling of an old ac- 
count offers the greatest opportunity for co- 


operation between the traveling salesman and 
the credit department. No doubt, all of you 
have had experience with the so-called “Good 
Customer,’ who has suddenly become slow or 
backward in taking care of his obligations and 
without any apparent reason as to why he has 
become delinquent and more frequently be- 
eause of his failure to give explanation or in- 
sufficient reasons why he has become delin- 
quent, you become suspicious and lose confi- 
dence. 

When such conditions obtain, careful at- 
tention should be given to the account and 
proper analysis made and in these cases the 
assistance of the traveler is invaluable, by get- 
ting on the ground and getting in personal 
touch with the customer, he is in position to 
secure information and knowledge of condi- 
tions which to the credit manager and his as- 
sistants are invaluable, provided the traveler 
has been trained to habits of thoroughness. 
Such personal investigation may disclose sound 
conditions which are affected by temporary 
affairs only. Stocks of merchandise may be 
found to be intact, well assorted and well ar- 
ranged. The volume of business reasonably 
large and the receivables good and business 
methods sound and that the slowness in tak- 
ing care of accounts is due entirely to local 
conditions, such as slowness in marketing 
crops, tight local money conditions and so 
forth. Again, it may disclose an over-buying, 
smallness of sales and a temporary straining 
of capital, which conditions, though serious, 
can often be helpfully advised and assisted by 
“working out methods.” 

Not infrequently, however, through per- 
sonal investigation results in the disclosure 
of slack business habits, bad personal habits, 
and a gradual but positive deterioration, con- 
ditions which always arouse the apprehensions 
of credit men and require vigorous and thor- 
ough-going treatment. 

As an illustration of this, I recall an ex- 
perience with a new customer in the North 
Platte territory with whom our credit depart- 
ment had established a credit line of $250.00. 
Owing to oversight or a little slackness, this 
credit had reached the amount of $650.00 or 
$700.00. which was much more than the capi- 
tal and experience of the debtor would war- 
rant. 

This dealer enjoyed the benefit of a good 
location in a good farming community of 
wealthy farmers. Our diagnosis of the con- 
dition was that he had been doing a consid- 
erable volume of work and sales and was 
neglecting his collections, feeling that he had 


the backing of our company, he was able to 
extend these unusual accommodations to his 
trade. 


A personal visit to his place of business 
and a study of the conditions developed that 
the diagnosis was correct. Our assistant credit 
man talked the situation over fully with him, 
went out among his farmer trade and collect- 
ed the outstanding accounts, collecting some- 
thing over $500.00. In so doing he gave the 
customer an actual experience and demonstra- 
tion in the art of collecting and the necessity 
therefore and impressed upon him the wis- 
dom of making his settlement at the time the 
sale was made or the work completed and 
that by so doing he could keep his credit good 
and maintain a safe and sound financial con- 
dition. The results of this trip in the way of 
education to the customer and of benefits to 
our company has been worth many times its 
cost, for since that time the dealer has not 
only given us a large volume of business, but 
has in the main discounted his bills. From 
this and many other similar experiences I can- 
not too greatly emphasize the importance of 
personal work and personal contact on the 
part of both the traveler and the credit man 
in dealing with the trade, and no credit man, 
whether his business be small or large, can 
obtain the best success without he practices 
this principle in the largest measure possible 
in his department. 

Another thought that suggests itself to me 
is the matter of “Terms.” In this, the most 
serious time of our National life, when our 
Country is demanding the very best blood and 
brain and the very best of that blood and 
brain, every individual should be required to 
put forth his best efforts. Much depends upon 
the industrial and financial conditions of our 
Country and in keeping the conditions of same 
sound and vigorous, the credit man plays a 
large and important part. While thought and 
care should be exercised in the grant‘ng of 
credit, there should also be absolute insist- 
ence for the payment of goods upon the terms 
upon which they are sold. Careless remitting 
upon obligations should not be tolerated and 
strict compliance should be insisted upon. The 
dragging and slovenly habits which have ex- 
isted in a large measure in the past must be 
eliminated and in these times when the finan- 
cial resources of the Nation are being exer- 
cised to their fullest capacity, it is absolutely 
necessary that every institution worthy the 
name of good busines, keep its assets in such 
shape that they are the most liquid and avail- 
able. Our Country and our personal business 
preservation demand it and the credit men and 
financial institutions that pursue this course 
in these times and under these conditions will 
not only be exercising the highest patriotism 
but will sucker the element of safety and in 
pursuing such methods I believe will experi- 
ence the minimum of loss and the maximum 
of profit. 

(Signed) J. W. BURGESS. 
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FORM LETTERS, ETC. 


USED WITH GOOD RESULTS 











Past DUE STATEMENT 
B. NUGENT & BRO. DRY GOODS CO. 
Broadway, Washington Ave. and St. Charles St. 


Members of Associated Retail Credit Men and Credit Bureau of St. Louis 
and Retail Credit Men’s National Association 


Balance as per Itemized Bill Rendered 


This is what we call a ‘‘Middle of the Month Statement” sent 
because your account is past due. Kindly remember that when we 
extended you credit it was as a SHOPPING CONVENIENCE ONLY, and 
we expect all accounts paid by the tenth of month following the 
purchase. We will appreciate your early remittance of above 
account. 








Original Size 6x7 inches 


AN EXCELLENT IDEA 








The Credit World, St. Louis, Mo. 

Gentlemen: We are enclosing you two letters which we have written several parties 
with considerable success. 

The idea is this: We write the man at his business address, and the lady at her home 
address, register both letters, and in doing this we call their attention to a matter in which both 
are equally concerned, and, no doubt, in discussing the matter between themselves, the fact 
of our making references of having importuned both parties, would indicate that we are serious 
in the premises. 

The writer does not know whether this idea is original or not; so far as he is concerned, it is. 

Yours truly, 
THE HEARNE DRY GOODS CO., LTD. 
EPC/DP Shreveport, La 


Mrs. Mr. 


Dear Sir: 
Dear Madam: . _— are ‘ 
We are writing you at this time in regard to 


We wish to call your attention to the matter the matter of your wife’s account. showing a 

of your account, which has been running since balance of : The last payment you 
showing a balance of. ‘ made on this account was 

We have importuned Mr. Unless we can get a settlement within the 
repeatedly regarding this matter, without any next ten days we will be compelled to turn this 
results, and we are writing you at this time so account over to our attorney for collection 
that you may call his attention to same and im- You certainly cannot criticise us in the premises, 
press him with the desirability of paying this as you have failed to comply with your agree- 
balance, as we do not want to embarrass either ment. 


of you unnecessarily ~_ , ‘ , 
Trusting you will see the seriousness of the 
Thanking you for your attention to this position in which you are placed, we beg to 
matter, we are, remain, 
Yours truly, Yours truly, 
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CREDIT APPLICATION FORMS 


Credit Men should insist on getting full information from the customer at all times. Terms and 
responsibility of applicant to the account should be clearly explained by the Credit Man. Men 
be awake to your individual responsibility to both your house and the customer 











Application for Credit with Folio Card Medal 
The Wm. Taylor Son & Co., Cleveland APPLICATION FOR CREDIT ACCOUNT 
Full Name BOGGS & BUHL will please give credit, until 
Residence... notified in writing, to 
M 
Wife s First Name Age (about) 
Address 
Have lived at this address years months Business Address 
Previous address Occupation 
Where employed ) Firm Real Estate Value Encumbrance 
: \ Where Located 
Connected with Address 


Approximate amt. of purchases per mo., $ 


What position How long held Married Widow Single 
Former Employer Mercantile Reference 
Bank—c s M 
. ; M 
References M 
Banking Reference: 
M 


Goods will be considered as necessities 
and paid for out of my separate 
estate. 

Bill rendered monthly and to be paid 
in full each month. 

Above information furnished by me 











. i s correct. 
Real Estate andi 
Am’'t credit desired Limit 
Application made by Date 
Date Credit man , —_— ' 

‘ 5 N. B.—lIf this is a family account, both 
Rating—Dun husband and wife will please sign 

Original Size 5'<x8!9 inches Original Size 5 'ox8 1% inches 





Member of Milwaukee Society of the Retail Credit Men's National Ass'n 


CREDIT DEPARTMENT 
Date 
I hereby make application for a charge account which I understand to be on a basis of monthly 

settlements. As a basis for this account | submit the following statement which I expect to be con- 
sidered strictly confidential 
Name 
Address 

Since When 
Former Address 
Employed by 


Business or Occupation Since When 

Former Employer 

Property Owner Where Located 

Rooming Bank Checking 
Renting With Saving 


Amount of Credit desired 
ave a/c with 


Other References 


Signed by 





FOR CREDIT MAN ONLY 


A. 

F Cc. B. G 
Ratings oC. ¢. Series H 

| Ww 

oO 


Limit - No Folio 
Opened By 
Approved By 

















' Original Size 5 1x10 inches 





THE CREDIT WORLD 


GUARANTEE FORMS 


Mr. Creditman, Do You Properly Protect Your House ? 








Guaranty of Account Guaranty Blank) 
HENRI BENDEL, INC. WM. TAYLOR SON & CO. 
Please sell and deliver to Dry Goods 
on your usual credit terms, 
such goods, wares and merchandise as Cleveland 
: from time to time may select 
and in consideration thereof | hereby guaranty I hereby guaranty the payment for all 


and hold myself personally responsible for the 
payment at maturity of the purchase price of all 
such goods, wares and merchandise so sold and 
delivered, whether evidenced by open account 
or note. I hereby waive notice of acceptance 
hereof, amount of sales, dates of shipment or 
delivery, and notice of default in payment; 
and I further waive the requirement of legal pro- 
ceedings against the said purchaser. 
This is intended to be a continuing guaranty, 
applying to all sales made by you to 
from this date until the 
same is revoked by me in writing. 


goods which you may from time to time sell 
to 

not exceeding an indebtedness of $ 

at any one time, for which sum this shall be a 
continuing guaranty. 


I waive all notice and demands. 














itness my hand and seal this day 
oO 19 , 
Acknowledged before me this day 
of 19 
Original Size 7x6 inches Original Size 5x6 inches 








Form of Guaranty Adopted by the Retail Credit Association of Minneapolis 


Minneapolis, Minn., 
To MAURICE L. ROTHSCHILD & CO. 


In consideration that you will extend credit to 


address from time to time on open account, in a 
sum not to exceed $ , at any one time, I hereby bind myself absolutely to the 
payment of the said account or any part thereof remaining unpaid days after date 


of sale; and I hereby expressly waive notice of the acceptance of this contract, notice of the 
delivery of the goods, and notice of non-payment. 


Address 








Original Size 84%x3 '9 inches 








For value received and in consideration of The Mabley & Carew Co., Cincinnati, O., 
granting credit for merchandise purchased or to be purchased by or on the account 
of at present residing 
at , to an amount not exceeding 

Dollars per month, I hereby agree to become responsi- 
ble as surety for the payment of and will pay on demand said monthly accounts. Notice of 
separate transactions is waived. This surety is to continue from month to month until re- 
voked by me in writing and the amount due thereon is settled in full to date of receipt of said 
notice of revocation. 


Witness: Dated day of 191 














Original Size 8 '9x3 14 inches 
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GENERAL TOPICS, SUGGESTIONS AND IDEAS 


(Continued from Page 16) 


HELPS IN CORRESPONDENCE. 


Civilians in business are adopting a little 
plan of the Army in business correspondence, 
which had often been urged before the war, 
but which, like many other and more impor- 
tant things, had to wait for war to secure its 
adoption. This is the practice of having type- 
written beneath the signature of a letter the 
name of the signer, so that it may be clearly 
and surely legible by the recipient. No one 
who has struggled with signatures of old in 
an attempt to decipher them for purposes of 
information or answer needs to be told how 
useful a practice this is. And nobody who has 
tried (often in vain) to make his hurried sig- 
nature to a batch of letters look.like the name 
that it was needs to have its convenience ex- 
plained. He may now sign his name as illegi- 
bly as he pleases. Beneath it the careful 
typist has spelled it all out, as is required by 
the rules of the Army correspondence today. 
And there you have it. The example of the 
Army fell beneath the eyes of so many busi- 


ness men that they became impressed with its 
convenience and adopted it. It was an im- 
provement earnestly to be desired. 

Another feature of correspondence in 
Army style that is also being picked up is 
the numbering of paragraphs in letters. This 
is of the greatest convenience, not only in 
checking the contents and several points of a 
letter, but in answering. A good many busi- 
ness houses are now requiring all their cor- 
respondence to be paragraphed in this way. 
And that is another good thing that has come 
out of Army system. The paragraphs of an 
Army letter are by rule confined to one topic 
each. The general subject is lined at the head 
of the letter. “Dear Sir” and “Yours truly” 
are left out. With double spacing between the 
paragraphs and each one numbered it is a 
model of readability, and, better still, of refer- 
ability. It could hardly be bettered for adop- 
tion as the universal type—‘‘Chat and Com- 
ment” in the Fall River News. 





Make a notation upon the ledger the first time you receive a bank check 
from a customer, showing the name of the bank in which he does business. 
This is found to be quite helpful in many ways. 





DALLAS AND OKLAHOMA 


Check Artists 


During the past week several check artists 
visited here, performed quick service and de- 
parted. Word was received from Dallas that 
aman by the name of Monte Trimble, aged 
about 32 years, rather short, about 5 feet 6 
inches, dark red hair, red face, walks flat 
footed, and limps slightly, registered there un- 


der the name of J. H. Thomas, Roswell, N. M., 
and has a letter of credit from the F. & M. 
State Bank of Texas, which is a forgery. He 
has a gold watch with “Monte” engraved on 
the back. This party gave a number of bad 
checks in Dallas, but later information stated 
that they succeeded in getting their money 
back, but the gentleman was still at large. 





dealing —President Wilson. 





——— 


WE TURN TO PEACE 


And now we are sure of the great triumph for which every sacrifice was made. 
It has come—come in its completeness, and with the pride and inspiration of these 
days of achievement quick within us, we turn to the tasks of peace again—a peace 
secure against the violence of irresponsible monarchs and ambitious military 
coteries, and made ready for a new order, for new foundations of justice and fair 











One of nine RAND Visible Credit Authorizing Equipments in use by 
Abraham & Strauss Co., Brooklyn, N. Y. 


January arrives—with a breathing space after the ‘“‘Victory Christ- 


mas’’ rush. 

And between seasons is the time to look into a RAND Visible 
Record Equipment for handling your Credit Authorizations and 
Credit Records, for routing your Deliveries, and for all the other 
records which gave you trouble when the rush season was on. 


Rush seasons are trying times. But—they show up the weak spots. 
When mistakes were made—when things went wrong—RAND 
Equipment would have helped to prevent the errors. So look into 
it today, learn how RAND can help you just as we have helped 
hundreds of other Credit Managers, and get your RAND Equip- 
ment installed before the next rush season comes. 


We believe that we can help you, no matter how individual or dis- 
tinctly different your problem, and will gladly tell you how. You 
will not obligate yourself by asking for information. 


The FRAND Company 


1422 Rand Building North Tonawanda, New York 








